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Higher Profits are a the Bag! ba 


You Get -- High Quality 
at Low Cost! 


Set your sights on these FEATURES 





ALL WOOD - PLY CONSTRUCTION 


3 PLY - BIRCH FACES 
The Last Word in Beauty 


BONDED WITH WATER RESISTANT GLUE 
BUILT-IN AIR VENTS 
2 LOCK BLOCKS - 22 LADDERS 


INTERIOR & EXTERIOR STYLES 


Distributors — 
Investigate this profitable door line. Don’t delay - 
write now for complete information. 


Dealers — 
Ask for name and address of your nearest distributor. 


FLUSHWOOD DOOR COMPANY 


SUTTONS BAY, MICHIGAN « PHONE 71 
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continuous research The working parts of KWIKSET locksets are of 

and development high test quality brass stampings and pressure 
cast Zamak No. 5, the modern high test alloy 

modern high test thet has given years of reliable, trouble-free 

materials and methods service. The dependability of these materials 

has been proven by the more than 
precision 18,000,000 KWIKSET locksets now 
manufacturing in unconditionally guaranteed service. 
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One reason 85 per cent of all home owners prefer and dignity of oak. 


oak floors, is oak's unique adaptability to favored 


decorative schemes. This versatility is strikingly pee these qualities matched by refinements in de- 
evident in modern motifs which employ liberal sign and manufacture that assure mirror smoothness, 
expanses of bare floors set off by accent rugs. Royal Oak Flooring affords you dependable, prem- 


ium quality for every specification. 
For these exposed surfaces, Royal Oak Flooring pro- 


vides the paramount essential . . . original fine Endorsed by Crossett's registered Trade-Mark and 
texture, retained and protected by skillful seasoning clearly labeled for grade, Royal Oak Flooring sup- 
that assures complete affinity for penetrating finishes plies you with the best for the best. For further in- 


so important in bringing out the full beauty, flower 





formation, address: 


CROSSETT LUMBER COMPANY 


CROSSETT, ARKANSAS 
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Chi-Namel’s High | i HE 
Quality, Services 
Create Satisfied 

Customers... 


MORE PROFITS = 


REPORTS CHI-NAMEL DEALER 


io 
t 








“Twelve years ago when we opened our lumber yard we stocked 
the Chi-Namel line of paint. Through the years our paint sales 
have increased steadily to the point where Chi-Namel has become 
a major item in our lumber business. We have every confidence 
in Chi-Namel . . . its special promotional service for every type 
of business . . . plus its personalized color planning service! 
Chi-Namel’s high quality has made us a host of satisfied cus- 
tomers. Our relationship with The Chi-Namel Paint & Varnish 
Co. always has been on a friendly as well as a profitable basis.” 


Tt 
H ai rate 
hee 


ALBIN PETERSON 


Duffy Lumber Co., Anoka, Minnesota 





Here are 17 WAYS Chi-Namel 
helps dealers get customers: 





@ Color Planning 
Studio 

@ Architects’ and 
Contractors’ 
promotions 

@ Painters’ 
promotions 


® Special mailings 

@ List mailers 

@ Special product 
promotion 

@ House-to-house 
sales 


HOW MUCH NEW BUSINESS DOES YOUR PAINT LINE PRODUCE? 


Your paint line is probably a good one, but not all customers 


@ Industrial 
promotion 

®@ School Board 
promotion 

@ Farm promotion 


@ Novelty sales 
stimulators 


@ Dealer stationery 
@ Statement inserts 


@ Special Sale 


ask for paint by its brand name. 
well known is your paint line, 


The big question is not how 
but rather how many new cus- 
tomers does it actually bring into your store. Testimonials from 
Chi-Namel dealers everywhere prove that Chi-Namel’s high 
quality products, promotions and services bring in many new 
paint customers... customers who buy other merchandise as well. 


@ Newspaper ads 
®@ Radio 
Announcements 


promotion 
@ Special Consumer 
promotion 











WRITE FOR THE CHI-NAMEL STORY — 
Learn how Chi-Namel is building new paint 
business for its dealers with advertising that 
does more than just sell the idea of painting. 
It brings customers directly to each Chi-Namel 
dealer’s store. 


Chin @ m el 


Minneapolis, Minn. Fort Wayne, ind. Atlanta, Ga. 
Branches: Boston, Mass. St. Joseph, Mo. 


ee ee ee ee ee ee ee ee ee 


PAINT & VARNISH CO. 


1101 Third St. So., Minneapolis, Minn. 


Please send me the Chi-Namel story. 








Factories: 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


AUGUST CONSTRUCTION AT RECORD LEVELS...but there are a few signs of a 
Slight leveling-off. The Commerce and Labor departments reported 
expenditures for construction put in place totaled $3.3 billion, 
7% above the 1952 month, but only 1% higher than July. 


BUILDERS ARE WARNED NOT TO START A HOME...unless they have firm financing 
commitments, preferably written, in the future. The NAHB, builder 


trade association, issued this flat warning because of the continued 
shortage of mortgage money. 


PORTLAND CEMENT HITS RECORD...with July production up 13%, over the same 
period last year. Production reached 24,134,000 barrels. 


NEW SWEDISH WOOD ROOF SYSTEM CHEAPER THAN STEEL...with nailed and laminated 
wood girders capable of spanning widths up to 155 feet. They were 
first used in building the Olympic Games Hall at Helsinki, Finland. 
It is reported that for a typical 40-foot roof span, these laminated 


timber flanges are 16% cheaper and 41% lighter than equivalent steel 
truss chords. 


THE EXPECTED FALL JUMP IN RETAIL SALES IS ON...but merchants are wary. 
Most retailers will agree that their fall business will be moderately 


good. Among larger retail operators, guesses range from a 5% gain to 
a 3% loss. 


NEW VA APPLIANCE RULE...permits a veteran's cash down payment to cover the 
purchase of appliances where the down payment equals their value. In 
such cases the lenders need not get leins on the appliances if this 


use of the cash payment is reported to the VA. It's amendment 
TB 4A-95. 


SELLS 53 HOUSES IN 30 HOURS...that's the record recently made by partners 
Jim Bert and Bill Stevens, near Hartford, Conn. The houses sold for 
$10,900 each and featured radiant hot water heat, full tiled baths, 
linoleum counter tops and knotty pine kitchen cabinets. 


HOUSTON FIGHTS HOME IMPROVEMENT SWINDLES...with a new folder just published 
by the local Better Business Bureau. The Lumbermens Association of 
Texas is urging dealer distribution of the folder throughout the state. 
The folder came into being after Houston newspapers disclosed that gyp 
contractors were taking home owners for about $1 million a month 
through fradulent practices. Dealers interested in having their own 


Better Business Bureau distribute a similar folder are urged to write 
us for a copy of the Houston booklet. 


Additional news, page 9 
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NORTH IDAHO 


Ct MAAK 


SPRUCE 


jtiaae, 3 big reasons... 
hay ANG 


EXTRA DURABLE Your best buy in wood today got that way with the help 
FOR EXTERIORS of nature in growing a new, better, different species of spruce— 
—— ; growing it in a location perfectly suited for producing a clear, 
fine-grained wood so versatile in use. The men in our mills then 
perfected new methods of milling, kiln-drying and planing to 

bring you a uniformly fine product. 





The versatility of this great wood makes it ideally suited 
for use in building exteriors, interiors, cabinet or furniture work. 
It’s not just air-dried, it’s scientifically kiln-dried, using controlled 
methods of pre-steaming to insure constant quality. It’s stronger, 
yet lighter in weight. It’s handsome as a wood can be and it’s 
marvelously easy to work. 
Spruce is grown throughout the North American forests 
EXTRA HANDSOME yet it is not generally known that there are three main species. 
FOR INTERIORS Engelmann Spruce is found in seven western states, yet only in 
. North Idaho do you find conditions ideal for growing this dif- 
: ferent spruce. It’s the best you can buy, so always insist on 
NORTH IDAHO Engelmann Spruce—specify it by name to 


insure your customers complete satisfaction. Ask your whole- 
saler about it today, or. . . 


Write for Additional 
D Tuformation Co: 








ACK RIVER SALES CO. 
EASY-TO-WORK FOR SPOKANE, WASH. P.O. BOX ple ra res so © TEL. MAdison 0121 
CABINETS, FURNITURE a 


PACK RIVER LUMBER CO. NORTHWEST TIMBER CO. THOMPSON FALLS LUMBER CO. 
Sandpoint, Idaho Gibbs, Idaho Thompson Falls, Mont 
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August Construction Outlays of $3.3 Billion Up 
1% from July, Topped ‘52 Month by 7% 


New construction spending con- 
tinued at record levels in August. 

In a monthly tally, the Com- 
merce and Labor departments fig- 
ured expenditures for construction 
put in place totaled more than $3.3 
billion last month. 

That was 7° above August 1952 
and 1% over July this year. 

Government building officials 
said the July-to-August increase 
was “somewhat less” than normal. 
They said, however, that they are 
sticking to their estimate of a rec- 
ord $34.7 billion in construction for 
1953. This prediction allowed for 
a slack-off during the last half of 
the year, they said. 

Total private expenditures of 
$2.2 billion, and public spending 
of $1.1 billion both showed slight 
increases from July, the bureaus 
said. 

They figured the July-to-August 
increase would have been higher, 
if starts of private homes hadn’t 
slowed in recent months. Private 
residential construction in August 
amounted to not quite $1.1 billion, 
just under the July figure. 

Commercial building continued 
its “sharp upward movement” of 
recent months, the agencies said. 


Antoville to Head 
U. S. Plywood 


S. W. “Tony” 
Antoville, who 
entered its em- 
ploy as a vaca- 
tion-time office 
boy 32 years 
ago, was recent- 
ly elected presi- 
dent of United 
States Plywood R 
Corp. S. W. Antoville 

The board of directors selected 
him to succed Lawrence Ottinger, 
founder and only other president of 
the company in the 34 years since 
he organized it in 1919. Ottinger 
remains as chairman of the board 
of directors and chief executive of- 
ficer. 

Mr. Antoville’s election was vot- 
ed by directors at a meeting of the 
board which followed the annual 
stockholders’ meeting. 

“Tony” Antoville had been vice- 
president and director of the com- 
pany since 1937, and member of the 
executive committee since its or- 
ganization five years ago. 

Throughout his career with U. S. 
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Plywood—his first and only job 

it has been in sales that Antoville 
concentrated. Not long after he 
took his “temporary” job with 
U.S. Plywood in 1921 (between se- 
mesters at Columbia University) 
he moved into sales. Soon he was 
“beating the bushes” in search of 
business in New England. His re- 
sults in New England were such 
that the company assigned him to 
increasingly important tasks to 
open a Boston branch, and as first 
manager of the Flexwood division. 
In 1938 he was sent to Chicago, 
where he was responsible for de- 
velopment and expansion of the 
company’s midwestern operations 
through new sales units and ex- 
panded manufacturing facilities. 

In 1944 Antoville was recalled by 
management to New York head- 
quarters to become director of 
sales. 


Green Leaves AWMA 
For Veneer Assn. 


Burdett Green 
has resigned as 
secretary - man- 
ager of the 
American Wal- 
nut Manufac- 
turers Assn. to 
become execu- 
tive vice-presi- 
dent of the 
Veneer Assn., in 
conjunction 
with an expand- 
ed program for promoting hard- 
woods. 


Burdett Green 





Consumer Credit 








Total Credit 





-Instalment Credit 








: * : Non-lnstalment Credit 








Biggest Prefab 
Goes to Venezuela 


A prefabricated steel building 
about the size of a football field 
and three stories high is being 
transported from Houston to Lake 
Maracaibo, Venezuela. It is the 
largest single prefabricated steel 
building ever produced in the 
Houston area. 

Metallic Building Co. of Hous- 
ton, the manufacturer, said 11 rail 
cars and 14 large trucks were re- 
quired to move the 500-ton build- 
ing in sections, from its plant to 
the Long Reach terminal. 

The building was specially de- 
signed to house one of the world’s 
largest gas pressure maintenance 
plants for Creole Petroleum Corp. 
The plant will be placed on a giant 
platform seven miles offshore in 
Lake Maracaibo. 
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MONEY OWED by consumers for 
their on-the-cuff purchases totaled 
$27.1 billion at the end of June. 
This was an increase of $336 million 
during the month and a $4.5 billion 
gain from a year earlier. 





Charles E. Close, who had been 
both executive v.-p. of the Veneer 
Assn, and secretary-treasurer of 
the Hardwood Plywood Institute, 
will continue as the latter, assist- 
ed by R. D. Behm, who was named 
trade promotion director for HPI. 
Both the Veneer Assn. and the 
HPI have been developing expan- 
sion plans for several months and 
each group needed a _ full-time 
executive for the program. 

Charles H. White was named 
new secretary-manager of the 
AWMA. He was Green’s assistant 
for seven years. 


Brand Names 
Competition Opens 


Five building material dealers 
moved one step closed to nation- 
wide fame this week when Henry 
EF, Abt, president of Brand Names 
Foundation, announced the formal 
opening of the 1953 Brand Name 
Retailer-of-the-Year Awards com- 
petition. 


A Retailer-of-the-Year bronze 
plaque and four Certificates of Dis- 
tinction will be given to five firms 
in the building materials field and 
in each of 24 other retailing cate- 
gories. The awards will be made on 
Brand Names Day, April 14, 1954, 
for outstanding year-round promo- 
tion of manufacturers’ advertised 
brands. 


Among the judges will be C. W. 
Bader, president, Bader Corp., 
Gary, Ind., last year’s Retailer-of- 
the-Year in the building materials 
field. 
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NEW HOMES under construction are shown in the photo above. It was estimated that nearly 
100 carloads of lumber and other building materials were required for the two-day building 
bee. Labor valued at $200,000 or more was donated 








TORNADO VICTIMS Ormel Soldan, with arm in cast, his wife Dorothy and daughter Janice, 
discuss progress on their new home with Don Cook, personnel manager for the project. The 
Soldan home was one of the 193 tornado wrecked homes rebuilt by 7,800 volunteers in 


“Operation Tornado.” 


Volunteers Give Flint Tornado Area 
Quick Transformation During Building Bee 


Homes destroyed in Flint, Mich- 
igan’s tornado last June 8 appeared 
again as if by magic late last month 
as more than 7,800 volunteers re- 
placed what the storm had de- 
stroyed. 


The volunteers, both AFL build- 
ing tradesmen and unskilled work- 
ers, poured into Flint from cities 
as far as 100 miles away to take 
part in the world’s largest project 
of its kind, called Operation Tor- 
nado. None of the workers received 


10 


any pay other than the gratitude 
of the tornado victims. 


Get Wholesale Prices 

To help them buy the materials, 
the National Red Cross allocated 
$210,000, the Flint Red Feather 
disaster fund donated $209,000 and 
building material dealers all sold 
their products at wholesale prices. 
Ron Reid, Long Lumber Co., Flint, 
served on the planning committee 
for the project and coordinated de- 
liveries. 


Before Operation Tornado the 
Beecher district of Flint was dotted ~ 
with some houses under construc- 
tion, but basement shells and bare 
foundations—relics of the day that 
brought death to 116 persons still 
characterized the scene. 

Now, the view is of floors over 
basements, frames, roofing topped 
shells and completed homes. All 
told 193 homeowners applied for 
help ranging from complete re- 
building from the foundation up to 
minor repair and painting. Just 93 
of the homes had only foundations 
when the project started and 80 of 
the 93 were completely roofed 
when the building bee ended. Com- 
pletion of the homes, for the most 
part, will be up to the tornado vic- 
tims themselves. 


Open Sunday 

Lumber dealers remained open 
Sunday to fill orders for homes at 
which more work was completed 
than had been anticipated. Build- 
ers cooperating with dealers spent 
weeks of preparation to check lum- 
ber, sheathing, roofing, nails, ce- 
ment, building paper, mortar and 
everything else that goes into a 
house. 


Builders Worried 
Over Mortgage Pinch 


The shortage of mortgage money 
remains the “Number One” na- 
tional housing problem, the Na- 
tional Association of Home Build- 
ers declares. 

The 26,000 member organization 
said that mortgage discounts de- 
manded by mortgage lenders have 
increased markedly in the past 90 
days and cautioned lenders that 
such actions threaten the low cost 
home program. 

The “Washington Letter’ said 
that excessive discounts required 
by most lenders could hardly be 
justified by the economic factors 
involved. 

“Some lenders are demanding all 
the distressed traffic will bear,” 
the official newsletter stated. 

It noted, for example, that a 
typical 414° mortgage bought at 
95 cents on the dollar (a 5-point 
discount) and paid off in eight 
years, which is the average today, 
would net the lender 4.83%, after 
allowing a deduction of %% of 1% 
for servicing the mortgage. A 
mortgage bought at 92, or an 8- 
point discount, could yield a net of 
as much as 5.36%. 

The “Washington Letter” called 
attention of lenders to actions of 
veterans’ organizations concerning 
the loan situation. 
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TO SERVE... 


For many years, we have been producing Weslock units 
at a constantly increasing rate to meet the demands 

of our thousands of customers throughout the world. 
Our system of rigid quality control plus our high 
precision engineering standards have established the 


reputation of Weslock as America’s greatest lock value. 





e Beautifully designed and finished « Millions in 
use « Unconditionally guaranteed for the life of the 
installation -« Simple, fast installation + Budget 


priced «+ Expert field sales assistance 


For Economy, Dependability and Beauty, choose 


Weslock, America’s greatest lock value! 


W E § T E R N L 0 C K M F G. C 0. Manufacturers and Sole distributors of Weslock residential locksets 


GENERAL OFFICES: 211 NORTH MADISON AVE., LOS ANGELES 4, CALIF. @ FACTORY: HUNTINGTON PARK, CALIF 
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Western Retail Opens New Building As 
Association Celebrates 50th Anniversary 


As part of its 50th anniversary 
celebration, Western Retail Lum- 
bermens Association last month 
held an official opening of its new 
association office building in Se- 
attle. 

In contour with Seattle’s natural 
hilliness, the building is one-story 
on its eastern front and two stories 
at the rear. Rental space on the 
lower level has individual entran- 
ces. Every room on the west side of 
the building overlooks Elliott bay 
and the Olympic mountains. Ven- 
tilation is through louvers built in- 
to the window frames and, with the 
almost constant breeze from Puget 
sound, the WRLA has natural air 
conditioning. 

The basic design and plan of the 
building was to develop conveni- 
ent and efficient working space for 
the association staff and use mate- 
rials available in all building mate- 
rials yards, making the headquar- 
ters a truly representative industry 
site 

Clayton C. Morse, president, 
commented at the ceremonies: “We 
feel that this forward step, made 
possible through the combined help 
of our membership, is indicative of 
the progressive development of the 
retail lumber industry in the Pa- 
cific northwest.” 

The formal opening was held the 
day after the mid-year meeting of 
the association’s board, Aug. 7, at 
which an American Lumberman 
“Master Merchant” certificate was 
presented to E. R. Nailor of the 
Nailor Lumber Co., Port Angeles, 
Wash., who is also a vice-president 


collectively.” 
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ENTRANCE LOBBY and reception room of new WRLA home, for 
which all materiels were contributed by Pacific northwest manu- 
facturers and wholesale distributors. Managing director W. C. Bell 
says, “It ie something which will add a great deal of prestige and 
@ new sense of pride to our members individually and the industry 


of the WRLA and was an active 
member of the building committee, 
by President Morse. 

The WRLA directors represent 
the various trade areas of the en- 
tire Pacific northwest. They re- 
mained in Seattle for the opening 
of the new association building on 
Aug. 8 and were its first visitors 
at the open house which began at 
10 a.m. and had a continuing 
stream of visitors all day. Food 
and refreshments were served. 

“We feel that we have an ex- 
tremely beautiful building and that 
it is something which will add a 
great deal of prestige and a new 
sense of pride to our members in- 
dividually and the industry collec- 
tively,”” said W. C. Bell, managing 
director. 


King Size Roof Gives 
Small House “Big Look” 


“Nothing can beat a big roof 
with wide overhangs for making a 
house look long, low and expen- 
sive, many an expert believes.” 
says House & Home in its current 
issue. 

Two Seattle builders are proving 
the point. On a 984 sq. ft. chassis, 
Al LaPierre and Jack Peterson 
have built the biggest roof any 
merchant builder ever offered for 
$10,500. Including overhangs, it 
is 725%’ long and 2914,’ wide. 

Under this enormous roof is a 
two-bedroom house of 840 sq. ft. 
plus a 144 sq. ft. “coach room” 
separated frem the rest of the 


from Puget sound. 


NEW HEADQUARTERS SITE of the Western Retail Lumbermens Assn. 
was opened Aug. 8 following mid-year meeting of directors. Twe- 
story rear section of the building overlooks Elliott bay and Olympic 
mountains and whole office is naturally air-conditiened by breeze 
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house. This space can be used as a 
third bedroom, for TV, playroom, 
parties or for storage. 


Kaiser Will Build 
Gypsum Mill at Seattle 


A new $4 million dollar gypsum 
board plant and plaster mill of the 
Kaiser Gypsum Co. will be built on 
a 915 acre site on East Marginal 
Bay, Seattle. 

The Pacific Northwest has long 
been isolated from supplies of gyp- 
sum products. The plant, 800 miles 
from the nearest similar facility, 
will have a capacity of 100,000,000 
square feet of gypsum board prod- 
ucts when completed next year. 


Maple Flooring Sales 
Highest Since 1950 


Sales of northern hard maple, 
beech and birch flooring for the 
first six months of this year, as 
reported by member and _ non- 
member manufacturers, totaled 
28,100.000 feet, an increase of 28% 
over the same period in 1952, ac- 
cording to L. M. Clady, secretary- 
manager of the Maple Flooring 
Manufacturers Association. 

Sales for the period, the high- 
est in volume since the first half 
of 1950, reflect the increased use 
of maple flooring this year for 
schools, residences, stores and in- 
dustrial modernization projects, 
Clady said. 

Production of 24,000,000 feet for 
the first half is running about even 
with the like period in 1952. Stocks 
on hand June 30, 1953, totaled 
8,900,000 feet and unfilled orders 
stood at 10,100,000 feet. 
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Re ere 
DECORATIVE WALL BOARO 


, ‘gegsesess=* 


Here's the powerful selling tool you need to harvest 
plenty of remodeling dollars! The Wallace Sales- 
maker Display Unit makes it easy for customers to 
see and select the Tileboard they want — enables you 
to sell more wall paneling jobs with high-profit 
Wallace Baked Finish Decorative Wallboard. 

Each completely loaded unit holds 20 large-size panels 
(16”x20") of Grani-lite, Wal-lite, Satin-lite or 
Leatherboard, in your choice of eye-catching colors. 
Upper and lower sliding face panels form an 
attention-getting demonstration wall from which 
customers can quickly select desired color and pattern 
combinations. It SAVES SELLING TIME. 

This modern merchandising fixture is available (at 
a fraction of its cost) fully loaded with 20x16” 
samples of Wallace Decorative Wallboard. New, col- 
orful dealer literature and newspaper mats, also 
obtainable, may be used to plant ideas in customers’ 
minds — ideas that the Wallace Salesmaker Display 
Unit helps you harvest in the form of remodeling 
dollars. Ask your Wallace jobber or write direct to 
the factory for full in‘ormation. 























Ideal for show room or window. 


Prefinished Wall Panel Mic 
— Wace MANUFACTURING CO. 


10th and Fayette North Kansas City, Mo. 
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How to Stop 
CONDENSATION! 


Prevent Damage to Wood, 
Plaster, Paint, etc. 


As air grows colder, it can hold less 
vapor. Saturation increases until a dew- 
point is reached, and condensation oc- 
curs. The surface of a material colder 
than the contacting air it faces, and con- 
tinuously losing heat on the other side, 
will continuously extract heat from the 
air by direct conduction. The denser and 











Condensation forms when 
temperature of contacting 
air is reduced below dew- 
point by a cold surface. 

















bulkier the material, the more heat will 
it extract and store before attaining 
room temperature, if it ever does. 





Condensation forms 
when the capacity of an 
alr space at a given tem- 
perature is too small for 
the amount of vapor 


present. —_— 








For example, if ordinary insulation 
is installed with air spaces on both sur- 
faces, it continuously absorbs and emits 
heat rays at a rate of over 90%. If in- 
stalled without air spaces, there is even more heat flow continuously by direct conduction through solids. 


Each square foot contains about 363,314 fibers, with surfaces aggregating approximately 46 sq. ft. for 
possible condensation formation. 




















With multiple sheets of accordion aluminum, the sheet nearest the warm room weighs only 4 oz. 
per sq. ft., absorbs and radiates only 3% heat; thus extracts and stores practically no heat from the air, 
only enough to attain and remain at room temperature. The additional reflective air spaces on the other 


side are insignificant heat conductors. The other sheets of aluminum and fiber block convection heat 
losses to the “‘cold”’ side. 


No condensation forms on the aluminum surface next to the warm room, for a dew point is never 
reached. The sheet’s other surface faces a space which is a little colder than the aluminum. Since warmth 
flows to cold in radiation and conduction, the aluminum will give off a slight amount of beat to the 
colder space, thereby slightly increasing its vapor retaining capacity; which prevents condensation. 


The next reflective space has almost the same temperature as the next aluminum surface, with its 
slight mass, 1/5 oz. per sq. ft. The aluminum absorbs and emits little heat. Its other surface is slightly 
warmer than the air it faces; again there is no extraction of heat (the REVERSE), so no dew point. 


With 4 or 6 reflective spaces, there can be no dew point anywhere on or in such aluminum insula- 
tion. If rain leaks in, it will be slowly expelled as vapor, since exterior walls, compared to aluminum 
have far greater permeability than the required minimum 1 to 5 ratio. Aluminum is impervious to vapor 
flow, so condensation on under surfaces of roofs and inner surfaces of outer walls is minimized. 





A new multiple accordion aluminum forms a “blanket” 
of uniform thickness between studs and joists, gives 
every fraction of an inch in this area maximum protec- 
tion against heat loss and condensation formation. 
Write ‘or description—use the coupon. 

COST OF THE NEW* INFRA INSULATION INSTALLED 
in new construction between wood joists, 
material with labor. 

Type 6-Si under 9'4c sq. ft. 

Type 4-Si and Type 4-S Jr. under 7'2c sq. ft. 


[] Send Samples of New Infra Insulations 
*Patent applied for 


INFRA INSULATION, INC., ® 525 Broadway, New York, N. Y. 


14 (To obtain more data on advertised products see page 66) 


INFRA INSULATION, INC., 525 Broadway, N.Y.C., Dept. U9 


Please send me FREE, U. S. Bur. of Standards book- 
let: “Moisture Condensation in Building Walls.” 


Name 
Firm 


Address 
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Report from 


Washington, September 8 


Much interest around here in ad- 
justing and sharpening fiscal tools 
and in fixing up methods of busi- 
ness reportage. 

The Small Business Administra- 
tion, for example, is getting cleared 
for action and even with all its 
energy and speed it'll need some 
time to show the customers and the 
commercial banks how the new 
policies are supposed to work. 

At the direction of Congress, the 
SBA is taking over the small busi- 
ness lending functions that have 
ben handled for the past 22 years 
by the Reconstruction Finance Cor- 
poration. That big financial and 
managerial agency, as you know, 
comes to an end this month. The 
SBA also takes over the assistance 
labors of the Small Defense Plants 
Administration; getting defense 
contractors for small companies 
and aiding these companies with 
their financing. 

The primary function of the new 
agency, as we understand it, is ar- 
ranging for private financiers to 
take over much of the problem of 
oiling the fiscal bearings for these 
smaller companies; thus keeping 
them from heating on the hills. 

William D. Mitchell, the Admin- 
istrator of the SBA, says “‘it is my 
firm intention to direct the efforts 
of the Small Business Administra- 
tion primarily toward the develop- 
ment of methods by which private 
financiers will be enabled eventual- 
ly to supply all the legitimate 
credit needs of small business.” 


Will Coordinate 


Apparently Mr. Mitchell intends 
to act as an agent in bringing in- 
dustrial money, that’s looking for 
investment, around to meet busi- 
ness men who in other ways are 
equipped to do a capable produc- 
tion job. Just as well to note those 
words, “legitimate credit.” This 
page has heard rumors that in ear- 
lier days an occasional “‘industrial- 
ist’”” who had borrowed an empty 
warehouse or repair garage then 
went to Small Defense and on the 
basis of this alleged factory had 
tried for a defense contract. 

The idea was to use the contract, 
if he got it, as collateral for a loan 
with which to buy a few machines; 
and these machines in turn would 
become surety for some raw mate- 
rials. Like the Weary Willie who 
came to the back door with a 
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small object in his hand and said, 
“Please, lady, will ya sew a pair of 
pants onto this button”’’ We're not 
informed if anybody ever got away 
with such a project. But we un- 
derstand there were efforts. 

In any event we’re told the SBA 
Chief has a discrimating eye and a 
readiness to aid when the credit 
asked is legitimate. Also, he’s ener- 
getically trying to work himself out 
of a job. 

Mr. Mitchell, who was born in 
Utah and who comes to his present 
position from Denver, served from 
‘42 to ’46 in the Corps of Engin- 
eers and was promoted to the rank 
of major while serving overseas. 
He’s had much experience with 
military supply and has worked 
closely with such government agen- 
cies as War Production, Manpower, 
RFC and the like. 


Changed Philosophy 


The SBA of course illustrates the 
change of Federal philosophy in 
the field of business relations; with 
the earlier paternalism yielding to 
cooperation and to business self- 
help. The new agency is rather 
frankly experimental; and it’s been 
given a two-year period in which 
to demonstrate and confirm its 
uses. It will have a revolving fund 
of some $150,000,000 for making 
loans; and as such things go that’s 
a pretty small sum. It has an ad- 
ditional $100,000,000 to be used in 
making contracts with the Defense 
Department and in subletting this 
work to small companies. 

It is to be a cooperative venture 
in the best sense; is planned to get 
bankers to organize credit pools 
within states. A small business 


WASHINGTON 


man is expected first to go to his 
own banker. Then if the banker is 
unwilling to make all the loan, the 
borrower goes next to the credit 
pool; and after that, if it’s neces- 
sary, he goes to the SBA. Mr. 
Mitchell has been holding a series 
of meetings, conferring with gov- 
ernors, bankers and business men; 
making the explanations and win- 
ning the needed support. 


Reporting Service 


Then about the economic fact 
finding in which the White House 
offices are engaged; an undertak- 
ing that, if it jells right, can be 
important to this industry in meas- 
uring the ups and downs of light 
construction. 

The Council of Economic Advis- 
ors is being formed into what Dr. 
Arthur Burns, the chairman, likes 
to call the President’s economic 
general staff. Walter Williams, 
Under Secretary of Commerce, a 
former mortgage banker of wide 
experience and one of the able men 
in the administration, is spending 
much of his time setting up a na- 
tional network of business men 
who agree to send frequent tele- 
graphic reports to the White House 
in regard to important business 
changes and developments in their 
special areas. 

The plan looks promising on pa- 
per; but there are those who won- 
der if amateur sleuths will keep 
sending their reports. They’re pre- 
occupied with their own problems. 
The New York Herald Tribune 
raises these and other questions. 
They can be answered by practical 
experiments. It seems important 
to try. 





With 


R. Y. Kerr 





New Washington Dealer Service 


this issue American Lumberman 
begins a new service to readers interested 
in getting the answers to questions direct- 
ly related to the Washington scene. Ques- 
tions concerning government policy, rul- 
ings and the like will be answered in the 
future on this page. 

Your questions will be turned over to 
Robert Y. Kerr, a reporter with years of 
experience, 
facts from 
sources. Send your questions to American 
Lumberman, 139 N. Clark St., Chicago, Tl] 


who will personally get the 
authentic government news 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manufactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products, 
lued Dimension. 


"Bemis Hardwood Lbr. Co... .Robbinsville, N. C. 


Hemlock, Hardwoods, Flooring, Dimension 


ree rr rere Elkins, W. Va. 
Established 1880 


Mire. Band and Circular Sawn West Virginia Appalachian 
Hardwoods—Kiln-Drying and Planing Mill Facilities. 


*Christian Lumber Co........... Monticello, Ky. 


Appalachian Hardwoods Exclusively 
Shipping Point: Burnside, Kentucky 


The M. B. Farrin Lbr. Co....... Cincinnati, Ohio 


Kiln Dried and Air Dried Repeats Hardwoods 
“Century” Oak and Maple Flooring 


"M. BE. Crisp Ubr. Co............ Welch, W. Va. 


West Virginia and Kentucky Appalachian Hardwoods, Cak. 
Poplar, Beech, Maple, Ash, Hickory, Chestnut and other 
hardwoods. All facilities. 


*McCracken & McCall, Inc....... Lexington, Ky. 


Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Planing Mill at Flat Lick, Ky. 


*Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky. 
Complete Line of Appalachian Hardwoods. Maple 
and Oak Flooring 


*5. P. Hamer br. Ce........... Kenova, W. Va. 


Manvyfacturers 
Appalachian Hardwood Lumber 


*The Mower Lbr. Co........ Charleston, W. Va. 


West Virginia Hardwoods, Flooring and Glued-up Dimension. 
Dry Kiln and Planing Mill facilities. Mills: Cass, Nallen, Dailey, 


Durbin, Colcord and Pettus, W. Va. 


*Wood-Mosaic Co., Inc........... Louisville, Ky. 


“Parkay” Ready-Finished Hardwood Flooring, Lumber, 
eneers, Dimension 


Always Specify 
Appalachian Hardwoods 


% Member Appalachian Hardwood Manufacturers, Inc. 
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"We wouldn't be in 
the mill-work 
business long 


without our 


DELTA [ilting 


‘‘Custom mill-work is a feeder for 
other lumber business in our yard,”’ 
reports Franklin Square Lumber Co. 
‘“‘We do high quality work at a reason- 
able cost. In spite of having all the tools 
we need to do the special cabinet, mill- 
work, alteration and counter work we 
do for architects, builders, industrial 
concerns and home owners, we have an 
investment of only from $10,000 to 
$12,000 worth of machinery in our 
nine-man shop. 

“Over the past 10 vears we installed 
four Delta 10” Tilting Arbor Saws. 
These saws average 4 hours a day use 
for a total of 1,000 hours a year each. 
When we try to figure how much pro- 
duction is increased by these versatile 
tools, we can only say that we wouldn’t 
be in this business long without them. 


Mounted on wheels, Delta table saws can be moved out of the way of big 
loads of lumber, or moved to the yard location where cutting is to be done, 


iJ 
A l b or Sa ws ! — Franklin Square Lumber Co., Franklin Square, Long Island, New York 


Our Delta 10” Tilting Arbor Saws in- 
crease production, as well as better the 
quality and make it possible for us to 
succeed in a highly competitive mill- 
work line. 

*“‘Out in the yard we installed a Delta 
12” Tilting Arbor Saw which is used 
almost exclusively for ripping. We 
mounted this saw on large casters so 
it can be moved to the job. It does rip- 
ping 20 times as fast as a man can do 
in his own shop without such equip- 
ment, so it’s foolish if our customers 
don’t have us do any necessary ripping 
before the lumber leaves our yard.” 

The Franklin Square Lumber Co. 
reports similar success stories in con- 
nection with their use of Delta Band 
Saws, Drill Presses, Lathes, Scroll Saws 
and Jointers. They’re the type of stories 


DELTA QUALITY MAKES THE DIFFERENCE 


BuiLpiInc Propucts MERCHANDISER 


you can report, too, when you equip 
your whole yard with Delta Power 
Tools. Why not see your Delta dealer 
soon! He’s listed in your ’phone book 
under ‘“Tools” or ‘‘Machinery.”’ 


DELTA QUALITY POWER TOOLS 
Another Product of Rockwell 


Delta Power Tool Division 


ROCKWELL MANU/ACTURING COMPANY 
678) North Lexington Avenve 
Pittsburgh 8, Pennsylvania 


rc 
| 

| © Please send me AB catalog. 
© Please send name of nearest Delta dealer. 
| 

| 

| 

| 
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Nome 





Firm 





Position. 





Address 
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es They know it Pays to Advertise 
So scads of Ads electrify 


Your customers who eye-and BUY 
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| Big demand for natural wood finishes, sells 


INLAC 


The big modern style 
trend is for light 
natural wood fin- 

) ishes — on furniture, 
wood panelling and 
woodwork. en 
customers ask for 
what to use, you a} 
make _— hed 

NLAC. It brings 
commending Sree. the natural grain 
po color-beauty of “ \ 
solid wood. Water-c worl so 
avoids that “built-up loo - roe 
brush or spray; dries dust- f 
20 minutes, ready for next coa 
or 4 hours. 























And here’s how YOU profit DIRECTLY 
from our ads in Saturday Evening 

Post and 29 other magazines: we 

refer ALL inquiries to our registered 

dealers, give them literature and store 

signs besides. If YOU stock Weldwood 

Glue, Firzite and Satinlac, write us today 

i and we'll refer nearby inquiries direct to you. 

Vif 


UNITED STATES PLYWOOD CORPORATION, New York 36, N. Y. 
and U.S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 
Branches in Principal Cities — Distributing Units in Chief Trading Areas 
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September 21, 1953, AMeRicaN LUMBERMAN & 








de te 





Brighten your sales picture with DavuGur 


Wauat woman wouldn't love a kitchen as 
cheery and bright as this one? What woman 
wouldn't like a kitchen that’s flooded with 
daylight and easy to keep spic-and-span? You 
can cash in on these desires by featuring, 
suggesting, pushing greater use of Insulux 
Glass Block® panels 


insulux combines privacy with beauty 


Insulux panels are as practical as they are 
beautiful. Behind sink or kitchen counters, 
they flood working surfaces witk soft, diffused 
daylight yet keep the room completely shield- 
ed from outside view. Soil marks, even splat- 
tered grease, rub right off. Soapy water won't 
fade or discolor them 
renews their sparkle 


. an occasional wipe 


Ee —— 


Insulux Glass Blocks have the insulating 
efficiency of an 8-inch brick wall. They won't 
frost or sweat in winter. They're hard to break, 
can’t rust nor rot, never need to be painted or 
puttied. 

Applications around the home are practically 
limitless. Stairwell, bathroom, basement, 
garage, to name just a few places—can use 
glass block panels to advantage. Plan now to 
push—and profit from—this versatile, practi- 
cal building material. 

For more information about how you can 
profit from the increasing use of Insulux—in 
home, school, factory, or commercial building 
—just write, Insulux Glass Block Division, 
Kimble Glass Company, Dept. AL-9, Box 
1035, Toledo 1, Ohio 


Even with a kitchen full of modern con- 
veniences, she still spends a good part of 
her day there...and if her family is like 
so many others, her kitchen’s a popular 
gathering place. Be sure you tell her to 
include plenty of light in her kitchen plan 
with Insulux Glass Block to make her busy 
hours more pleasant 














Light, beauty and insulation with privacy 
where it's wanted most. Bathreoms are a 
natural plece for Insulux. She'll never wish 
for more natural light in her both... or 
mere privacy when she hes Insulux in the 
plan. An Insulux panel gives plenty of 
other advantages, too. Block pattern No 
65, is recommended for this application 


Traditional charm that says ‘‘come in, 

you're welcome.’ Make her doorway re 

flect the warmth and friendliness her 

guests will find inside. Here a panel ef 

random clear glass block No. 31, retains 

all of the charm of this colonial doorway 
adds to its antique feeling 


Literature for any glass block application 
is available free of charge just by writing 
to the address at the left. 


KIMBLE GLASS COMPANY 


Toledo 1, Ohio—Subsidiary of Owens-Illinois Glass Company 
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Recent tornados 


OF 


Two IWISTER 


: 


“ 





teach a Tite-On lesson you can profit from! 


A roaring twister lashed its tail through 
Amery, Wisconsin on May 10th, then re- 
peated the same fearful performance near 
Winona, Minn. 


In these two pictures you can see how the 
buildings were demolished and the Tite-On 
Asphalt Roofs remained intact. The weather 
overemphasized our point about Tite-Ons. 
Their wind-defying qualities have already 
been proved in hundreds of storms and on 
three-quarters of a million roofs. 


Admittedly there’s not much advantage in 
having a roof without a building under it. 
But these cases dramatize the fact that 
Tite-Ons are more than a match for the 





Winona, Minn., May 10—On the Alvin Wondrow farm this 
barn was completely demolished. The only damage suffered 
by the Tite-On roof was where the roof deck was pierced. 


yearly windstorms that rip off ordinary 
shingles, causing wind and rain to do untold 
damage. 


It’s a reminder to dealers that nothing sells 
like a dramatic demonstration ... a re- 
minder that you earn good will by selling 
products that perform when put to the 
test ... a reminder that you not only sell 
roofing, but real windstorm insurance when 
you sell Tite-Ons. 


If you don’t have ample sales literature 
proving Tite-On Shingle’s windstorm per- 
formance, see your Ruberoid salesman now, 
or write The Ruberoid Co., 500 Fifth Ave- 
nue, New York 36, N. Y. 


Amery, Wisc., May 10—The Lincoln Town Hall, a brick 
building was wrecked by the tornado. The Dubl-Coverage 
Tite-On roof, applied over old wood shingles, survived 
intact except where the roof deck broke. 
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Where on this map 


do you need sales support 


There are 3,071 U. S. counties, and in the 
1,985 shaded ones more families are reached by 
Country Gentleman than by the nation’s largest 
women’s magazine, Ladies’ Home Journal. 


In fact, in nearly 2 out of 3 counties Country 
Gentleman has more circulation than any week- 
ly, women’s or home service magazine! 


In every county, wherever you have cus- 
tomers, the Journal will sell your best city fam- 
ilies . . . Country Gentleman will sell your best 
rural customers. 

You are getting powerful selling support—right in 
your local trading area—when a manufacturer ad- 


vertises in Country Gentleman. Isn't that the kind 
of advertising help you want? 
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CIRCULATION NOW OVER 2,500,000 


A CURTIS PUBLICATION 
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Time to warm up your cold weather prospects 
with these new... FREE 


‘STANLEY 
Selling Aids 


for 


Storm Sash 
Hardware 


H45R Counter or Window Display 


Watch sales go up when this new 4-color display goes up on 
your counter. On it are large, accurate reproductions of the 
fastest selling items in the Stanley Storm Sash Hardware line. 

<<. Also waiting to be sent to you are attention-grabbing 
window streamers, newspaper mats, imprinted folders. 
They‘re all absolutely free. Get set now to turn wintry 
breezes into big business. Order stock from your distributor 
today. Order display material, circulars and newspaper 
mats from Stanley Advertising Department. 


THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT 


STANLEY | (stanteyi 


Tools 
ELECTRIC TOOLS 
HARDWARE Hy STEEL STRAPPING 


STEEL 
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it’s the bounce that counts... 


the greater resilience of Barrett’s new SPUN ROCK WOOL 


simplifies storage... handling...selling! 


The revolutionary new spinning process that produces 
Barrett Spun Wool gives you storing, handling and 
selling advantages not available in ordinary rock wool 


insulation. 


The greater resiliency of this mineral wool eases 
storage problems. Barrett Spun Wool is compressed to 
60% of its bulk. Yet, even after months of storage, the 
“spring-back” action of Barrett Wool snaps the batt 
back to full thickness—ready for application. 

Saves on time and labor. The longer fibres make 
batts firm and full-bodied for easier handling, cutting 
and fitting on the job. There is never waste, for with 
Barrett Spun Wool there are no “flat batts” to cut into 
profits. 


You can offer home owners a better buy and make 


BuILpInc Propucts MERCHANDISER 


*Reg. U. 8. Pat 


selling easier. Barrett batts won’t crumble or settle... 
they give more insulation value because of greater 
thickness when installed and greater number of 
permanently retained air spaces. Barrett Spun Wool 
Insulation is a cleaner, more “shot-free” product, yet 
it costs no more than ordinary mineral wool. 


And Barrett backs you up! Your Barrett line is 
supported with promotional material that paves the 


way to greater sales. 


BARRETT DIVISION 
/ ALLIED CHEMICAL&DYE CORPORATION 

[Ae] 40 RECTOR STREET. NEW YORK 6.N.Y 
fe 205 W. Wacker Drive, Chicago 6, Ill. 


36th St. & Grays Ferry Ave., Philadelphia 46. Pa. 
om. 1327 Erie Street, Birmingham 8, Ala 
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EDITORIAL 


Have You Passed Your Break-even 
the Year? 


Point For 


In this, the ninth month of the year, among 
dealers whose calendar year and fiscal year coin- 
cide, probably every dealer who will make a sat- 
isfactory net profit this year has passed his break- 
even point. 

It might be well at this time to take a look at 
break-even points and their significance to sales 
for the balance of the year. 


The break-even point for the year 


The annual break-even point is that day during 
the business year when the gross profit accumu- 
lated on sales to date is enough to cover the fixed 
expenses for the balance of the year as well as 
fixed and variable expenses to date. 

“Fixed expenses” is defined as that total por- 
tion of expense which would carry on even if the 
sales dropped off as much as 50%. Fixed expenses 
are those expenses not varied upward or down- 
ward with sales volume. 

Each owner-management must determine his 
own fixed expenses. The best time to determine 
them is at the beginning of the fiscal year when 
management is reviewing the previous year’s op- 
erating statement. 

But fixed expenses may also be determined at 
any time in the year by objectively studying the 
expense accounts and allocating certain portions 
of expense to “fixed” and certain portions to “‘var- 
iable expenses.”’ Variable expenses, of course, are 
those which change with sales volume. 

A typical allocation between fixed and variable 
expenses would be 45° of the total expense bud- 
get, chargeable to fixed expense, and 55% charge- 
able to variable expense. The more expenses al- 
located to fixed expense, the more distant the 
break-even point. In smaller volume operations 
where employes perform a wide variety of tasks 
the allocation to fixed expenses is obviously higher 
than in larger volume operations. 


Added sales without expense 


In most retail operations another 25% or 30% 
could be added to sales volume without incurring 
any additional fixed expense. For example, a deal- 
er with an annual sales volume of $300,000 may 
find that on August Ist he has reached his break- 
even point. By this it is meant that the company 
has now earned encugh net profit to take care 
of the fixed expenses for the balance of the year. 
His sales to that date might be $175,000 and his 
quota for the balance of the year $25,000 in sales 
per month. 

In the last five months of the year any sales 
volume that exceeds $25,000 in any month would 
carry an additional net profit on such sales equi- 
valent to the percentage of fixed expense on sales 
at the break-even point volume. 
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This enables a dealer, after reaching his break- 
even point, to take a second look at business 
which may be by-passing him because of competi- 
tive price cutting. An optimistic dealer in turn 
might apply the break-even point principle to 
monthly or quarterly sales, but in so doing he 
takes a chance on whether or not his sales quota 
will be realized for the balance of the year. 

Any above quota sales taken at price conces- 
sions can be very costly to net profits if the sub- 
sequent quota of normally priced business for the 
year is not realized. Budgeted gross margins must 
also be realized on all normal volume for these 
break-even volume principles to apply. 


Break-even point formula 


A formula for arriving at the break-even point 
is contained in an article on page 28. Using this 
formula, the break-even point for a day, week, 
month or quarter can be determined. It is vital 
to note that the narrower the margin of budgeted 
net profit, the more sales required to pass the 
break-even point. 

This break-even point discussion is another ex- 
ample of the vital need of today’s dealer to have 
a creative accounting rudder on his _ business 
profit ship. There are two kinds of accounting, 
subjective accounting, which analyzes past per- 
formance, and objective or creative accounting, 
which projects the future in terms of varied op- 
erating policies. 


Added management features 


Because creative accounting is becoming such a 
vital factor in dealer operations with expenses 
growing and profits shrinking, we are beginning 
a two-point accounting editorial policy with this 
issue: 

(1) Running a series of accounting articles 
covering every vital phase of the dealer’s account- 
ing problems. The article on break-even points 
is the first of this series. 

(2) We are inviting dealers to write us any 
accounting question which is on their minds, re- 
gardless of how large or small. Subsequent to 
this issue we will have a column or more in each 
issue devoted to these questions and their an- 
swers. 

A certified public accounting firm is helping 
us with this feature. 








Customer Delivery 


ONE LIFT TRUCK 


SAVES $8,000 


YEARLY 




















Written by a successful Michigan dealer, this article 


describes mechanical handling advantages for large AND 


small yards. 


by John R. Stiles, president 
Stiles Lumber, Inc. 
Grand Rapids, Mich. 


We're sold on mechanical han- 
dling. 

By mechanical handling we 
mean using one five-ton fork lift 
truck and three roll off trucks. 
How much does it cost? One fork 
lift truck: $5,000 to $8,000. Three 
roll off truck bodies: $1,500. 


It takes only one year to recover 
this investment. Our savings re- 
sulting from mechanical handling 
after paying the investment 
amount to $8,000 annually. And, 
further savings can be realized 
in time through modifications of 
buildings, improved handling meth- 
ode and simplification of supervis- 
ion. 


Looking back on our “prehistoric 
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lumber yard’’—that is, before we 
took the plunge and invested in a 
fork lift—I cannot imagine how we 
operated profitably without this 
equipment. 

Here is a list of 10 advantages 
of using the fork lift with roll off 
trucks: 


1. 


11:45 a.m. — 15,000 feet of redwood arrives 


Time of loading and unload- 
ing at job site is substantial- 
ly reduced. 

Supervision problems of yard 
personnel become _ simpler. 
Our fork lift driver is a na- 
tural foreman-on-wheels. 
Unloading cars is faster and 
cheaper because the men 
work at convenient levels on 
clean pile bottoms. 
Inventory control of dimen- 
sion is much more efficient 
because lumber is stored in 
uniform packages. 






Unloading Lumber 


Strapping customer's package .. . 


10. 


11:52 a.m.—Unloaded truck takes off. 


Dead time of trucks is 
greatly reduced. Loads are 
pre-assembled and ready to 
go when trucks return to the 
yard. 

Housekeeping and policing 
of yard is simplified. It costs 
practically nothing to change 
your mind about the location 
of 5M feet of lumber. 
Morale of employes is im- 
proved. They are not break- 
ing their backs all day lift- 
ing tons of lumber—and they 
enjoy working in an up-to- 
date yard. 

Less expensive labor can be 
employed. The fork lift driv- 
er does 90% of the thinking 
for the yard. Consequently, 
less skilled labor can be em- 
ployed. 

Spot sales can be made more 
readily with prompt service. 
If a customer is in a jam, 
he can be serviced quickly. 
Receiving of deliveries from 
local wholesale sources is 
much cheaper. Storage of 
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2. On she goes... 


loads can be temporary 
later put away during leisure 
time. 


Lumber Is Strapped 


We have found that building ma- 
terials, by and large, are such as 
not to require special packaging. 
For example, insulation usually 
comes in bundles that stack well by 
themselves. Lumber itself makes a 
good package when it is secured 
with metal straps. Usually, we 
make our package to suit the order. 

To adapt our yard for fork lift 
truck use was relatively inexpen- 
sive. We raised one open-front 
shed several feet to allow access 
for the lift truck. Also, a few door 
headers had to be raised. We did a 
small amount of grading and grav- 
eling but otherwise spent practical- 
ly nothing. The lift truck did en- 
able us to do “second story work”’ 
without the aid of conveyors which 
we had previously used. 

Purchasing a fork lift truck does 
not make paving of the yard a ne- 
cessity. A good mixture of gravel 


Tackling Shipment 


and clay packs hard as a rock and 
this has served our purposes well. 

Maintenance of our fork lift 
truck is not much of a problem. 
We have now owned our truck two 
years and it has only been laid up 
two days in that time. The cost of 
these repairs did not exceed $250. 
All of the pneumatic tires are in 
fair to good condition. 


Advantages for Small Yards 


Mechanical handling in a small 
yard can be just as profitable as in 
a big yard. Many of the advantages 
listed above will prove to be just 
as applicable in any case, because: 

1. No matter what the size of 

the yard you can save time 
loading and unloading with 
a fork lift and roll off trucks. 
You don’t have to buy a 10,- 
000 pound lift a smaller 
one will do the job effective- 
ly. 

The problem of efficiently 
unloading box cars is always 
a nightmare to dealers. We 
reduced our piece work rate 


50¢ per thousand by keep- 
ing our pile bottoms clean. 
Inventory control is a prob- 
lem whether you're big or 
small. It’s easier to count 30 
piles of 250 pieces each than 
it is to count one pile of 
7,500 pieces. 

With labor rates as high as 
they are today, moving piles 
by hand takes the profit 
right out of many products. 
Smaller yards frequently 
buy from _ concentration 
yards and local wholesalers. 
These sources load with 
fork lifts. Why not cut costs 
by unloading at your yard 
the same way? 


We're sold on mechanical han- 
dling and we think other yards 
would be too if they would try it. 
The equipment itself can be 
bought, in most cases, on a reason- 
able down-payment with monthly 
installments. The labor saved in a 
year will easily make up the dif- 
ference. From then on— it’s clear 
sailing. 


12:15 p.m.—Full load of gypsum board arrives . . .12:35—Last package is headed for storage. 
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STURDY NAIL BOXES booet impulse sales and slice handling and 
weighing time for the Merner Lumber & Hardware Co. Easy lid open- 
ing provides fast access to nails on the job 


Hinged Boxes 
Step Up Nail Sales 


Putting up nails in handy one, 
two-and-a-half and five pound 
cardboard boxes solved the time- 
consuming nail-weighing and han- 
dling problem for the Merner Lum- 
ber & Hardware Co., Palo Alto, 
Calif. 

“Our customers were buying 
lumber, but not nails, because sal- 
esmen would not take the time to 
walk 125 feet, weigh out the nails 
and clean up afterward during the 
rush periods,” says Earl R. Pen- 
nington, advertising manager. 

The firm now has the boxed 
nails attractively displayed on a 
five-tier corner wall shelf in the 
showroom. Nails are a natural with 
every sale of lumber and other 
building materials. The display 
leads to many impulse sales. 

The nail boxes carry Merner's 
name and address and cost about 
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CUSTOMERS ARE HAPPY to pay a little 


more for the boxed nails attractively dis- 


played in one, one-and-a-half 


and five 


pound boxes. 


544c each in 1,000 lots. “We add 
the cost of the boxes to the retail 
cost of the nails,” says Penning- 
ton. “We've had no objections to 
the increase because our custom- 
ers are happy to pay a little more 
and get their nails in a handy box.” 

Purchased from a San Francisco 
paper company, the boxes are 
equipped with reinforced metal 
bands on the corners and they will 
withstand breakage when filled 
with nails and dropped from six 
feet. The box lids hinge outward 
from the container and form an 
easy-access opening for the nails 
on the job. The box lid closes sim- 
ply after shaking the nails back 
into the container portion. 

Pennington has a high school 
boy weigh and box the nails and 
secure the lids with cellophane 
tape. 


“If you could peek into Palo 
Alto garages and workshops you 
would find ‘Mernie-Pak-Nails’ lined 
up on many shelves reminding 
somebody that the next time they 
need nails, lumber or hardware, 
Merner Lumber is a good place to 
go,” Pennington added. 





Where To Get Nail Boxes 


Drop a line to the American 
Lumberman, 1389 N. Clark St., 
Chicago, if you want the name 
and address of the San Fran- 
cisco firm that furnishes the 
nail boxes for the Merner Lum- 
ber & Hardware Co. 
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LHEM UGLAS 


NEW SHATTERPROOF TRANSLUCENT REINFORCED GLASS-FIBER 


BUILDING PANELS FOR STRUCTURAL AND DECORATIVE USES WITH 
EXCLUSIVE, DISTINCTIVE R18 BE © DESIGN SO EASY TO INSTALL. 


l 

See the new shades — “FROSTED GREEN” and “COPPERGLO” — 
especially created for patio use where glare and heat are undesira- 
ble. Give restful, glare-free light. Heat rays screened out by exclu- 
sive new Chem-O-Filter Compound “XO.” Also in natural blonde 
and marbled yellow. Colorful. Colorfast. Virtually indestructible. 





CHEM-O-GLAS UPS SALES — Outdoor showroom of J. A. Eisele 
Sales, Inc., one of west coast’s largest Lincoln-Mercury dealers, 
showing utilization of CHEM-O-GLAS ribbed structural panels as 
roofing for structural steel carports. 


Everlasting ...Ever 


CHEM-O-GLAS (pronounced Kem-O-Glass) is precision molded in 8’ 
lengths, 327%'’ wide, (32° wide from c/c of outside ribs when over- 


lapped). Some jebber-deuter terlertes ott open CHEM-O-GLAS is available in flat sheets or the distinc- 
tive new RIBBED design. Many architects and builders 
have found ribbed CHEM-O-GLAS the answer to inside 
and outside structural and decorative problems where 
canvas, porcelain, tile, wood, plastic, glass, aluminum 
or plywood have proved impractical. Inquiries invited. 


CUSTOM MOLDING: Manufacturers are invited to sub- 
No need to paint-or repaint - ever! mit production problems to us for estimate. 
‘*Your first cost is your last cost’”’ 


CHEMOLD COMPANY, DEPT. Al-9 
2310 Broadway, Sante Monica, Calif. 


(1 Send details on CHEM-O-GLAS 


NAME 





FIRM 
' ADDRESS 
city 











“LARGEST MATCHED METAL MOLD PRESSES IN THE WEST 


Burtpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 65) 











Another MANAGEMENT Exclusive 


Thousands of lumber and building material dealers today 
are faced with the some serious problem. They are doing 
a terrific volume of business but their profits have shrunk 
materially. 


We believe this magazine is continuing a long tradition of 
service by planning special management features designed 
to help you squarely meet the present profit dilemma. Articles 
on modern accounting techniques will be an important port 
of these features for management. 


Readers are urged to write us directly on their more 
pressing management problems. Each letter will be carefully 
studied and answered personally in a new questions and 


answers column which will appear in the Oct. 5 issue 









What sales volume must your com- 
pany achieve to break even? This article will 
tell you how to compute your break-even 
point and how to project sales and profits. 


By Ira S. Fields 


Last year’s operating statement should be more to 
the lumber dealer than simply a history of the prior 
year’s operations. Careful analysis should reveal use- 
ful information in guiding management through the 
current year. 


An important guide-post in any business, and par- 
ticularly to the lumber dealer, is the break-even point. 
The break-even point denotes the sales volume re- 
quired to cover all expenses without producing a 
profit. Sales, over and beyond the break-even point 
will produce a profit. 

Knowing the necessary sales volume to break even, 
the dealer can go a step further and project with 
reasonable accuracy the profit or loss to be expected 
from various sales volumes and various rates of gross 
profit. Such information is invaluable in forming sales 
and price policy. Questions such as whether it is 
worthwhile to decrease the average mark-up to pro- 
duce more sales or conversely, whether it would be 
profitable to increase the mark-up at the sacrifice of 
losing certain customers can be answered. 


Every dollar of sales must pay for the following: 
(1) Merchandise 
(2) Expenses 
(3) Profit (or return on investment) 

The cost of merchandise sold is often expressed 
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The Break-even Point- 
a Tool for Better Retailing 


About the Author 

Ira S. Fields is a 
partner in the certi- 
fied public account- 
ing firm of Fields 
and Fields, Chicago. 
j Mr. Fields’ organi- 
zation for the past 
12 years has served 
a number of leading 
lumber dealers as 
management and 
accounting consult- 
ants. Ira S. Fields 














terms of percentage to net sales. A dealer who real- 
izes a 24% gross profit expends 76¢ of each sales 
dollar for the cost of his merchandise. 

The balance left after paying for merchandise (re- 
ferred to as gross profit) must pay for all operating 
expenses and provide for a fair return on investment. 
The lumber dealer must pay for yard expenses, deliv- 
ery expenses, administrative and general expenses, 
as well as interest on loans and net discount expense. 





Fixed Versus Variable Expenses 

Certain of each class of these expenses are of a 
fixed nature. They do not fluctuate with volume, but 
are static. These expenses continue in the same 
amount whether sales volume is doubled or cut in 
half. Fixed rental, depreciation, and real estate taxes 
are examples of fixed expenses. 

Variable expenses are related to the sales volume. 
They increase or decrease as do sales. Examples of 
variable expenses are salesmen’s commissions, per- 
centage rentals, truck drivers’ salaries, discounts al- 
lowed, ete. 

It should be pointed out that certain items of ex- 
pense have elements of both fixed and variable ex- 
penses. Insurance is an example of this type of ex- 
pense. The portion of insurance premiums paid for 
coverage on buildings is fixed, whereas insurance 
premiums paid for coverage on inventories or work- 
men’s compensation are correlated with sales volume. 


Use Operating Statement 

Taking last year’s operating statements and modi- 
fying them with an eye towards future events, each 
expense item should be considered as to whether it is 

fixed or variable in nature or a combination of both. 
Knowledge of the total expenses considered fixed 
versus those considered variable together with the ex- 
(continued on page 32) 
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ECK THIS YOURSELF ! 


Find out why Balsam-Wool 


is the most profitable and 


easiest insulation to sell! 


ral ~ od 


PIN — 


( ) Exclusive lumber dealer policy. Not one 
foot of Balsam-Wool is sold to anyone but 
lumber dealers. 


( ) Guaranteed performance. The Balsam- 


Wool money-back guarantee is unique in the 
industry. 


( ) Product superiority—proved by actual 
house tests and backed by 31 years of satis- 
factory field performance. 


( ) Priced competitively. Balsam-Wool pro- 
vides more insulation benefits at a fair price. 


( ) National advertising, sales helps, dealer- 
contractor meetings, training meetings, and 


the services of thoroughly trained Wood 
Conversion salesmen to assist you. 


Lumber Dealers from coast to coast are 
making MORE sales—and MORE profits— 
with Balsam-Wool. Start stocking—start 
selling—Balsam-Wool NOW. 


Wood Conversion Company 


Dept. 120-93, First National Bank Bidg. 
St. Paul 1, Minnesota 


+ / 


, sl 
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Balsam- Wool 


Sealed Insulation 
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Every Dollar of Sales Must Pay for these Expenses 
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Merchandise 


THE BREAK-EVEN POINT 
(begins on page 30) 


pected gross profit (based upon last year’s gross profit 
rate) will give us the basic elements for the compu- 
ations of the break-even point. 


A typical example follows: 





1952 net sales $640,000 
1952 cost of sales . 480,000 
Gross profit $160,000 
1952 operating expenses (with certain modifications 
to reflect estimates changes for 1953): 
Fixed Variable Total 
Yard and delivery expense. .$14,000 $28,000 $ 42,000 
Selling expense 5,000 15,000 20,000 
General and administrative 
expense 38,000 26,000 64,000 
Other deductions (Net 1,000 3,000 4,000 
Total operating expenses. .$58,000 $72,000 $130,000 
Net profit $ 30,000 





From the foregoing we have the pertinent data for 
for ascertaining the break-even point. The basic facts 


to work with are as follows: 
(1) Net sales $640,000 
(2) % of gross profit 25% 
(3) Fixed expenses $58,000 
(4) % of variable expenses to net sales....11.25°% 


A simple formula for the computation of the break- 
even point is: 

Total fixed expenses ° 

“ of gross profit minus % of variable expenses 

Substituting the forementioned amounts in this for- 
mula we arrive at the following: 

$58,000 $58,000 
~ or $422,000 
25% —11.25% 13.75% 

It may now be concluded that an annual sales vol- 
ume of $422,000 will be sufficient to cover all expenses, 
without producing profit provided that: 

(1) Average markup of 3314° (equivalent to 
25% gross profit) will be maintained during 
the year. 


Operating Costs 


Profit on Investment 


(2) No large deviations in the rates of variable 
expenses will occur. 
To carry on the above example a condensed operat- 
ing statement of this company with an annual volume 
of $422,000 would be as follows: 





% to 
Amount Net Sales 
WN NR oe cc cw ceo ae $422,000 100.00% 
oe eer re . 316,500 75.00 
Gross profit . $105,500 25.00% 
Operating expenses: 
Fixed expenses $ 58,000 13.75% 
Variable expenses 47,500 11.25 
Total $105,500 25.00% 
Operating profit . None None 





From this example we may see that a general rule 
would be: 


Every dollar of sales beyond the necessary 
sales volume to break even will produce a profit 
equal to the percentage which fixed expenses 
bear to the “break-even volume.” 


Applying this general rule to the foregoing exam- 
ple it is apparent that: 
(1) The percentage which fixed expenses bears 
to break-even volume is 13.75%. 
(2) Since the “break-even volume”’ is $422,000 
every dollar of sales beyond that point will 
produce a profit equal to 13.75¢. 


Many Considerations 


Again, we should remember that changes in mark- 
up, fixed expenses or disproportionate revisions in 
variable expenses will change the required volume 
necessary to break even. Assuming that last year’s 
statement was carefully considered and modified to 
reflect expected conditions in the current year before 
computing the break-even point, management can now 
project with reasonable accuracy the results of: 


(1) Changes in volume (upwards or down- 
wards). 

(2) Changes in mark-up 
wards). 

The chart appearing elsewhere in this article car- 


(upwards or down- 
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Sate 
PROFIT 
30.00% 
29.00% 
28.00% 
27.00% 
26.00% 
25.00% 
24.00% 
23.00% 
22.00% 
21.00% 
20.00% 


$850,000 

$102,350 
93,850 
85,350 
76,850 
67,350 
58,850 
50,350 
41,850 


_$750,000__ $650,000 
$ 82,600 $ 63,900 
75,100 57,400 
67,600 50,900 
60,100 44,400 
52,600 37,900 
45,100 31,400 17,600 
37,600 24,900 12,100 
30,100 18,400 6,600 
33,350 22,600 11,900 1,100 
24,850 15,100 5,400 : 
16,350 7,600 


$550,000 
$ 45,100 
39,600 
34,100 
28,600 
23,100 





THE XYZ COMPANY 


Projected Income Before Provision for Income Taxes for Varying Rates of 
Sales Volume and Gro.s Profit Ratios 


PROJECTED SALES 





VOLUME 


$422,000 
$ 21,000 
16,900 
12,700 
8,400 
4,200 


Break-Even 


200 
28,800 


31,800 








To find projected net income or loss for a 
certain sales volume at a certain overall 
gross profit rate, note figure at the junction 
of the sales volume column and the gross 


ries out our example so as to reflect the net profit or 
loss that may be expected from various sales vol- 
umes and various rates of gross profit. 

Similar charts can be prepared for other companies 
by using the following simple rules: 

(1) To obtain the expected net profit or loss 
from projected sales volumes (assuming 
the same rate of gross profit as used in 
computing the break-even point) multiply 
the sales above or below the “break-even 
volume” by the percentage which fixed ex- 
penses bear to “break-even volume.” 


Applying this rule to our example we can now pro- 


ject net profit or loss based upon various volumes as 
follows: 





2) (3 
1 Sales Dollars Projected 
Projected Over or Under Net Profit 
Sales Break-Even Column 2 
Volume Volume of Mu'tiplied by 
$422,000 13.75% 


$228,000 $31,400 
128,000 17,600 
28,000 3,900 


$650,009 
550,000 
450,000 
422,000 
400,000 
356,000 


( 22,000) 
( 72,000) 


( 3,000) 
( 9,900) 











(2) To obtain the expected net profit or loss 
from varying rates of gross profit at the 
various sales volumes, multiply the percent- 
age points above or below the original rate 
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profit rate line. For example, if the antici 
pated sales volume is $750,000 and the es 
timated gross profit rate is 24° the result- 
ing net profit will be approximately $37,600. that fixed expenses are $58,000 


Remember that the company shown as an 
example in the above chart has variable 
expense that is 11.25% of sales volume and 


as ex- 
plained in the article. 


of gross profit by the expected volume and 
add or subtract from the results attained 
in Step 1. : 


Applying this rule to our example the projected net 
profit with a gross profit rate of 26%, instead of 25% 
used previously, can be arrived at as follows: 





(2) (3) 
Projected Increase (4) 
a Net Profit in Gross Projected 
Projected Based Upon Profit Net Profit at 
les 25% Gross Rate 26% Gross Profit Rate 
Volume Profit Rate (3% of Col. 2 + Col 3 
(See Step | Column 1) 


$650,000 $31,400 $6,500 $37,900 
550,000 17,600 5,500 23,100 
450,000 3,900 4,500 8,400 
422,000 4,220 4,220 
400,000 ( 3,000) 4,000 1,000 
350,000 ( 9,900) 3,500 ( 6,400) 











The above two steps were used in preparing the 
useful chart appearing in this article. We can all 
learn from such « chart how costly it is to cut 
prices. This chart brings out the fact that in this 
example, a decline of 1% in the rate of gross profit 
increases the required sales volume to break-even by 
over $28,000. (The break-even sales volume is $422,- 
000 with a 25% gross profit rate whereas at a 24% 
gross profit rate a sales volume of $450,000 will pro- 
duce a small loss of $600. 
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<< Available with or without nozzle 
<< Available in Off-White or Pure White color 


Nu-Calk Calking Compound ‘‘stays put'’ as the best 
seller in calking compounds — because it's the most 
efficient, most practical calking load on the market. 
Nu-Calk "stays put'’—will not dry out, run, crack, harden 
or pull away. Speed Loads are easy to use—user's hands 
never touch the compound. Try high quality Nu-Calk 
Speed loads and you'll see why they're preferred 
nationwide! 


CG-4 SPEED LOADER 
CALKING GUN! 


This Speed Loader calking gun is light, sturdy, 
fool-proof. Simply slip in a load and you're 
ready to calk. 


§ 
vu 
Sauxine © 
CG-3 STANDARD 


CALKING GUN! 


May be used with either 
Speed Loads or bulk calking. 
Easy trigger action, power- 


Always a smooth even flow and easy ful piston action 


trigger action in these Speed Loads. Each 
carton contains 10 loads—packed 4 cartons 
per shipping case 


MACKLANBURG 
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MACLLANBURG- DUNCAN 


Onuanoma CiTt, O84 


NEW HAND SQUEEZE TUBE 


available for small jobs! 


Here's the nation's favorite calking 
compound in a practical, handy tube 
for those small repair jobs around the 
home. Useful for finishing touches on 
bigger jobs. The tube itself is your \e 
calking gun, nothing extra needed. — 
Counter display carton contains one 

dozen tubes. 





No AK Calking Compound 
in bulk, too! 


The '‘standard of quality" in the calking field! 
The same fine product as in Speed Loads, avail- 
able in 2-pint, pint, quart, gallon, 5-gallon 
MACKLANBURG DUNC 0 cans. Also in 55-gallon drums. 








Nu-Phalt prastic ASPHALT CEMENT 


For sticking down asphalt shingles and general repair on roofs and flashings! Comes in popular 
load form with or without nozzle, like M-D's famous SPEED LOAD for calking guns, or in 24-Ib., 
10-lb., 50-Ib., and 55-gal. containers. 





= ~Always use Nu-Glaze Glazing 


i * 
My- (laze Compound instead of Putty! 
D Nu-Glaze never dries out, hardens, cracks, or pulls 
away! It does the job of putty better than putty—sets 
to a rubber-like consistency. Comes in '/2-pint, pint, 
quart, 5-lb. cans .. . and in drums—25-lbs., 50-Ibs., 


100-Ibs., and 880-lbs. Order today. 


“Lazine comPoU™ 





BUILDERS DEALERS 


On sale at all Hardware, Lumber ond Order new! Your order will be 
Building Supply Declers! shipped the same day received! 











POINTERS 





Brilliantly-Lighted Windows Do Selling 
Job For This Ohio Firm 


Windows, both upstairs and downstairs, help sell 
products for the Maumee (Ohio) Lumber & Supply 
Co. The row of six windows makes almost the entire 
store a display area. 


On the second floor, the windows at either end are 
filled with permanent exhibits. One window is occu- 
pied by an all-steel kitchen; the second window by an 
all-wood kitchen. The middle window is used for a 
variety of displays and changed frequently. 


As seen in this picture, the windows are especially 
effective at night when they are lighted from the 
street by concealed spotlights. Since there are no 
other stores in the area, the lighted windows seem 
especially brilliant. 








Handy Cart Speeds Yard Pickups 

“Workhorse Nellie,” a two-wheel warehouse cart 
built by a blacksmith for the Botsford Lumber Co., 
Winona, Minn., allows faster deliveries for customers 
by slicing loading time for trucks. Its cost was less 
than $100. 

Durwood T. Palmer, manager, says it has 1,001 
uses and the warehousemen especially like it for 
handling quantities of wallboard. It is made of angle 
iron; wheels are old auto wheels with standard tires. 
One end of the rig is equipped with a pilot wheel and 
the other end has an adjustable stand-leg which al- 
lows great flexibility. “The cart is very easily moved 
as the large wheels make a big load seem small,” 
says Palmer. 

















THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


| 
CANADIAN Forest Propucts LimMiTEp | 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 
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Do-it-yourself Tools 


Free display with low-cost 
assortment for the big 
home repair market 


Here’s a complete tool department—on a natural 
finish hardwood display that takes only 18” by 15” 
on your counter. Tools are finished in eye-catching 
orange and black . . . are sturdy, tough, versatile. 
And they’re priced well below comparable models 
—from 25¢ to $1.10. 

Take advantage of the big demand for low- 
priced do-it-yourself tools — ask your jobber for 
the Warner 1004 Tool Assortment, or write De- 


partment AL for literature. 


Dealer cost $19.92... 
generous 40% discount 


ACCURACY 


WARNER MANUFACTURING CO. 
WARNED 801 16th Ave. S.E., Minneapolis 14, Minn. 


Out Front 


.»-f0F Use ON 
exterior doors! 
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The Sargent 
INTEGRALOCK, 
with exclusive 
SENTRY BOLT! 





Feature Sargent Integralocks 
for exterior use. They provide 
lifetime beauty, convenience 
and protection. They offer the 
extra security of the SENTRY 
BOLT, positioned horizontally 
for greater strength. They oper- 
ate by a turn lever from the in- 
side or a key from the outside. 
And Stop Buttons can deadlock 
the outside knob. 


EASY-TO-INSTALL! 

Order easy-to-install Integra- 
locks today . . . available in 
smart brass or aluminum. Or 
write us, Dept. 3J. 


SARGENT & COMPANY 
New York 
NEW HAVEN, CONN, 
Chicago 


Builders Hardware and Fine Tools 
since 1864. 
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. 16 of a Series 


ADVERTISING—A COMPETITIVE NECESSITY 


In determining the amount and type of advertis- 
ing, you need, one of the factors to be weighed is the 
promotional activity of competition. For instance, 
you may be losing customers to the following: 


1. Contracting firms: Many consistently advertise 
all kinds of remodeling and new construction jobs 
garages, storm windows, roofing, kitchens, floor tile, 
added rooms, etc. Do you lose a possible sale when 
they make one? If so, your best answer to this com- 
petition is an ad campaign with the objective of lin- 
ing up some of the business for your own contractor 
customers. 


Run “project” ads to inform prospects in your com- 
munity that you too can handle the complete job from 
planning to financing. 


2. Mail order and department stores: Important 
building material business is lost to these sources 
doors, windows, cabinets, insulation, roofing, tools, 
hardware, for example. In many localities depart- 
ment stores also advertise complete installations, with 
emphasis on easy financing. The mail order catalog, 
with its attractive illustrations and excellent copy, is 
competition that must be countered by your own local 
advertising—-newspaper, direct mail and radio. 


There are other competitors whose ads take po- 
tential business from every lumber dealer in the coun- 
try the autmobile, TV, appliance, and travel in- 
dustries for example. Many progressive dealers are 
combating this situation with strong local advertising. 
More of us must follow these leaders. 






SUGGESTED 
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We'll Help You Modernize 
that ut-abdae KITCHEN and 
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WALL TILE 
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opposite page. 








AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, Ill. 


Please send the following ADservice mats: 
Page No. 16. | enclose $3.95. 
| enclose $47.40. 
| enclose $39.50. 


[] Pages 1 thru 12. 
[] Pages 13 thru 22. 


COMPANY 
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NAME.... 
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SUGGESTED COPY “A” 
No home improvement adds 
more beauty, comfort, con- 
venience, and value, than 
modernized bathrooms and 
kitchens! 

We will show you the new- 
est materials ... give you 
suggestions for custom re- 
styling. And if you wish, 
we'll arrange for complete 
installation and easy month- 
ly payments! 


ILLUSTRATIONS FROM 
MAT PAGE NO. 10, SHOW- 
ING COUNTER TOPS AND 
KITCHEN CABINETS, 
CAN BE SUBSTITUTED 
OR ADDED TO THESE 
LAYOUTS. 





21, 1953, AMERICAN JLUMBERMAN ¢ 









ADservice MAT PAGE 


























SS 


rs 
—— 


Wall Tile MAT NO. 180 


Floor Tile MAT NO. 181 








MAT NO. 184 





THIS ENTIRE PAGE OF 
10 MATS ONLY $3.95 
See coupon on opposite 

















page 
qf ‘ NEXT ISSUE features 
i H mats for selling plywood. 
oa {| : 


























a 


Hardboard Tile MAT NO. 182 
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A Return to Help-Thy-Neighbor 


Aggressive lumber dealers the nation over have 
learned that they can get volume sales of do-it- 
yourself business by working with and encouraging 
team cooperation among such groups as volunteer 
firemen, boat clubs, hunting clubs, garden clubs, 
craft organizations, schools, farm groups and many 
others 


Rural areas especially are natural spots to pro- 
mote this business because the true do-it-yourself 
movement.—which started with early farm settlers 
in America—is still an integral part of farm life 
today 


A lumber yard naturally can be a focal point for 
gathering and disseminating information on farmers 
who need help with building and remodeling proj- 
ects. Neighborly as they are, farmers will generally 
return favors all of which can encourage more 
building and remodeling and bring more business to 
the dealer 


City folks have strayed a little further from the 
path of “help-thy-neighbor-do-it-himself,” but the 
accompanying article is just another proof that the 
spark is still bright; and with a little prodding on 
the dealer’s part, it can easily flare up to produce 
sizeable new profits. 























TWO DO-IT-YOURSELF VOLUNTEER FIREMEN, with 
youthful aide, study the rough sketch of a basement 
recreation room project while two team mates in the 
background put the finishing touches on furring strips 


“Barn Raising” Big City Style 
Booms Do-It-Yourself Sales 


Burning of the Chicago suburb’s firehouse opened 
the door for dealers’ home remodeling business. Here’s how 
the volunteer firemen put a flame under sales. 


The fire house burned down. That 
started it all. 

The dozen volunteer firemen for 
the Palos Heights, Ill. (Chicago 
suburb) fire department took up 
hammers, saws and building mate- days. 
rials on evenings and weekends and 


All homeowners, the volunteers 
readily agreed. Since the first of the 
year, the men have worked on 
a dozen projects in the American 
spirit of “barn raisings” of pioneer 


American Lumberman. “Both !um- 
ber companies have given us ex- 
cellent service and advice on mate- 
rials and methods. The volunteers 
are especially pleased because if it 
weren’t for our ‘barn raising’ ap- 
proach to the projects, most of us 





put up a new fire house themselves. 

Most of the volunteers had never 
done carpentry work before; but 
Larry Roseen was a carpenter and 
Ralph Carter a designer they 
were the “brains” of the operation. 
And, Chicago’s Gee Lumber & Coal 
Co. and Palos Park’s Johnson Lum- 
ber Co. furnished materials and 
helped advise the boys. 

While appraising the satisfving 
results of their cooperative do-it- 
yourself venture on the fire house, 
one of the men had an idea: 

“We did a pretty good job on the 
fire house. Why can’t we gang up 
and do remodeling and building 
work on our own homes!” 


40 


The Volunteers’ Projects 


Projects either accomplished or 
presently under way include: 


Harold Thune’s 22x14 combina- 
tion master bedroom and sewing 
room, 


Harry Allen’s basement recrea- 
tion room. 


Harley West's porch. 
Ralph Carter's garage. 
Charles Hurlbert’s roof dormer. 


Bob Marsh’s additional living 
room, 


“The plan’s worked out beauti- 


fully,” exclaims Harold Thune, pro- 
duction superintendent for the 


could never have afforded the 
home improvements.” 

Thune’s bedroom - sewing room 
addition was one of the first proj- 
ects the volunteer team tackled. 
The boys helped Harold erect the 
addition and install his awning 
windows, birch flush doors and ce- 
dar closets. 


“It’s wonderful,’ enthused Mrs. 
Thune. “We were able to turn our 
upstairs bedrooms over to the chil- 
dren—and it solved our lack-of- 
space problem.” 

Good food in huge quantities was 
the key attraction of the barn rais- 
ings of the previous century. True 


(continued on page 42) 
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De Warr Late Cor antly All Day Long! 


says George Stairs, Plant Supt., League \umber Company, Baltimore, Md. 








If you’re looking for proven performance in a radial arm 
saw, look to De Walt®. Throughout the nation, the same De Walt Inc. Lancaster, Pa. 
De Walt story is told by thousands of satisfied users. 
Like the League Lumber Company, for example. They 
own 9 De Walts, ranging from % to 7% H.P, which are 
used for cross-cut, dado and miter. They own no other 
make radial arm saw. 
One of their De Walt Power Saws has been cutting POWER SAWS 
for 11 years. During World War II, it was used continu- Subsidiary of 
ously for 16 hours a day, seven days a week, in construc- AMERICAN MACHINE & FOUNDRY COMPANY 
tion of ammunition boxes. And it’s still going strong antnn 
today! Invest in the best —see your DeWalt dealer 
There’s no doubt about it— De Walt excels where a or mail this Coupon TODAY! 
power saw should excel. It has amazing flexibility, speed 2 
and versatility. And its precision and safety are | °° Welt Inc. Dept. Al-10, Lancaster, Pa 
unmatched by any other saw. O mens me full details on the De Walt Radial Power 
The De Walt Radial Arm Power Saw was the first () Please send me your informative “Saw Tips”. 
direct-drive radial arm saw developed. In over 30 years, 
De Walt has maintained their position as leader, by refin- NAME 
ing and improving their models year after year. 
Available in five models from 12 to 10 H.P. 








ADDRESS__ 








civv¥__ SSS oo 
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SMALL HOME REMODELING PROJECTS, like the 
addition of this combination bedroom and sewing 
room, are a major part of the community group’s 


projects 


BARN RAISING 
(begins on page 40) 


to tradition, wives of the volun- 
teers see that the refreshment 
break is well filled with fat sand- 
wiches and cool drinks. 

Harry Allen, who is also TV an- 
nouncer for the Gee Lumber Co., 
comments, “We had a problem in 
figuring out fair shares of work for 
each volunteer. We decided to pick 
one of the wives to keep records on 
how many hours each man puts in 
on each job. This way each indi- 
vidual knows how many hours he 
owes his neighbor. Of course, to 
come out even it’s often necessary 
to do a little time trading.”’ 


Handle Big Jobs, Too 

The volunteer team does not con- 
fine itself to small projects, Allen 
is installing a 31’x18’ recreation 
room in his basement. Most of the 
walls of the room will be finished in 
erect slabs of Douglas fir—with the 
bark still on to give an authentic 
log cabin effect. 

One man is adding considerably 
to the size of his two-story house 
with a large bedroom upstairs and 
a huge porch below. Roseen, the 
team’s carpenter, has completed 
construction of his entire house 
with the volunteers’ help. 

Thune points out that the men 
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house 


(and their wives) are wel! pleased 
with the cooperative building and 
remodeling plan. “It’s a wonder- 
fully satisfying feeling to accom- 
plish something with your own two 
hands and to know at the same 
time that you have substantially 
increased the cash value of your 
home,” he says. 

Thune added, “Few of us even 
knew how to saw a straight line 
when we started work on the fire 


LARGER PROJECTS DON’T SCARE ’EM. With the volunteers’ 
aid, this do-it-yourselfer is practically doubling the size of his 
Materials bill meant a tidy sum for the lumber dealer. 


house. But, today, I don’t think 
there’s a home remodeling or build- 
ing job that we would be afraid to 
tackle.” 


Last year the Palos Heights Fire 
Department was second in fire pre- 
vention in Illinois and won honor- 
able mention for the entire nation. 
This year the volunteers are hold- 
ing their own on fire prevention and 
seem “naturals” for the Midwest’s 
unofficial do-it-yourself laurels. 





~ 


vr AY, 


END OF THE DO-IT-YOURSELFERS DAY is brightened with refreshments. 
Wives of the co-working firemen especially appreciate the economical home 
improvement projects. 
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Roseburg’s Douglas 

Fic lumber and Fir 

Plywood come from 

timber in the heart 

o) me DY oN Clo | (of ME OoLU TAL 
Oregon. Douglas County has the 
largest stand of virgin timber in 
the U. S. today. You are assured 
superlative quality and that Rose: 
burg products will satisfy under 
all conditions 





Paul Bunyan’s Blue Ox, Babe, would be mighty 
pleased could he be here today to frolic across a 
floor of Robbins Hard Maple flooring! 


Babe, who measured 42 axe handles between 
the eyes, helped make this flooring possible. 


) NONE 


IN SERVICE 


In the Spring, when the first tender flower shoots 
appeared, Babe would go bounding off across North- 
ern Michigan, kicking his heels. And every time 
Babe touched his mighty hoofs to earth he left a 
deep hollow that soon filled with Spring’s melting 
snows and formed a delightful lake! At least, that’s 


a the story. 
Tor 1-] oligo Mole fol faliate! 


plywood plant and 


sawmill give the fast It’s a fact that the Northern Hard Maples 


est possible service 
Your exact requirements are load- 
ed into your mixed car simultan 
eYolUL1 hVam adelante oLoliale olielali-metelale MM clolia 
are modern and efficient for pre 
cision production. For better qual 
ity and service, try us today. We 


know you'll be pleased! 
. 1 


grow near the lakes, straight and tall. They 

& are spread to the rain, sunshine, and the 
bitter cold of winter, year after year. And they 
become rugged, tough, almost as hard as a rock! 


Robbins uses this hard maple. Such flooring 
has strength .. . installs easily and economically. 
And lasting beauty? Look at any Robbins floor 


and you'll understand why Robbins is the wor'd’s 


largest manufacturer of maple flooring. 


Members Maple Flooring Manijfacturers’ Arsociation 


ROBBINS FLOORING COMPANY 


Reed City, Michigan Ishpeming, Michigan} 
Write Dept. A, Reed City, Michigan for illustrated literature |_ 


ROSEBURG Lumber Co. 


General Offices and Sales Sawmill and Plywood Plant 
ROSEBURG, OREGON DILLARD, OREGON 


PHONE: 3-5561 


BuiLtpinc Propucts MERCHANDISER (To obtain more data on advertised products see page 65) 





Pointers 





MANAGER V. E. BROWN points to one of the giveaways 
a plastic cover, which helped increase store traffic 


Giveaways Bring in Customers 


Giveaways have upped floor traffic for the Builders 
Supply Co., Temple, Tex., according to the manager, 
V. E. Brown. Plastic bowl covers and similar items 
have been furnished at cost by a paint manufacturer, 
who also pays part of the advertising bill. 


Brown outlines the program like this: 
1. Coupons in three column 12-inch newspaper dis- 
play ads announce the giveaway. The paint 


manufacturer pays one-half the cost of these 
ads. 
Direct mail pieces describing the free gifts are 
sent to 1,000 rural box holders. These reach 
farmers who may not get the city paper. 
People who come to the store and ask for the 
gifts receive them, even if they do not have 
the coupon. “If they ask for the gift, we know 
they have heard about or read the ad and that’s 
all that matters,’ Brown explains. 
Sales staff does not pressure people when they 
come in for their free gift. As long as six 
months after receiving a gift, people will say 
“I got one of your free gifts some time back. 
Now I’m ready to paint my house, so I'll try 
some of your paint.” 
“The best time to use this promotion,” says Brown, 
is in the spring. This year we handled it in March, 
April and May. We let each campaign run a week.” 


Jingle Helps Do-it-Yourself Business 

A rollicking Polish language tune with lyrics com- 
posed by officers of the Gabryel Lumber Co., Buffalo, 
N.Y., has helped increase their business 18° within 
the past year. 

The tune, which readily identifies the firm’s Polish 
radio program on week ends, tells of the advantages 
of doing a remodeling yourself. Commercials on the 
program also plug the do-it-yourself theme. 

Store hours are set for the greatest convenience of 
the do-it-yourself customer. The store stays open until 
9 on Friday nights and until 4 p.m. on Saturdays. 
Other week days the store is open from 8:30 a.m. un- 
til 5:30 p.m. 
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Sugar Pine and Ponderosa Pine 
from our own Large Timber Resources 
Mixed Cars to the Trade -- Our Specialty 


Mouldings — Kiln Dried Top Quality 
Interior Trim — Jambs — Frames 

Incense Cedar Venetian Blind Slats 

Cut Stock — Glued-up Panels — Box Shook 


The Ralph L. 


SMITH 


Lumber Company. CALIF. 


A Dependable Source of Supply 


MILLS at ANDERSON & CASTELLA 
SALES OFFICE at ANDERSON, CALIFORNIA 


Sugar Pine Douglas Fir — White Fir — Incense Cedar 


Ponderosa Pine 
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HOLT HARDWOOD CO. 


Manufacturers of 


BIRCH e BEECH e 
STRIP e BLOCK 
and 
HERRINGBONE 
FLOORING 


Hardwood Flooring Mill-Drilled For Nailing 
— A New Service 


MAPLE e OAK 


GRADED SAWDUST 
. 
High Grade Northern Hardwoods 
a 
Custom Kiln Drying 
a 


Members: M.F.M. A. NH. LA. N.H. & HM. A. 


OCONTO, WISCONSIN 








Reduce Delivery Costs 
and Speed up Deliveries 
with 


Load or Unload a Load 
or Half Load ata Time 
Complete Beds Shipped KD 
Easy Assembly & Mounting 


Write, wire or phone for Cotalog end Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MO. 
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Like the way Etling Windows take 

the stretch and strain out of win- 

dow washing. Just press a tab 

{| and both sash swing in for easy 
cleaning. Open or closed, both 

= sash slide up and down, hang 
Ate 'y-== suspended. 


Home Builders . 


Like the way Etling Win- 
dows cut installation costs 
and help sell new homes 
faster. 


Like the way Etling Windows 
simplify warehousing, handling. 
Each is a complete unit, packed 
in a mar-proof carton or crate. 
Eye-catching display models for 
dealer show rooms. 


10 SMART STYLES, 
INCLUDING 
PICTURE WINDOWS 


5 





PLEASE SEND INFORMATION a 























Etling Window, Dept. M3-9, Barberton, Ohio 


Name 
Address 


City & State 
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THE ALDEN 


This two-room basementless design occupies only It is shown in the rendering with just side vents, but 
839 square feet. Dining is farm style, at the kitchen with proper fenestration and partitioning, this space 
window. The utility room houses heater, washing ma- can be developed into two additional rooms and more 
chine, and storage cabinets. A garage can be added storage space, 


at the living room side. There is an expansion attic. Write for plan AL-3. 


Home Plans 





BEDROOM 
10-6". 14 6 








BEDROOM 
114-0" 


























> “ee. 4 GUEST ROOM 
oon OR STUDY 





STORAGE 9-5" 114.0° 





ae SA \Sae MRETEISOS 


FIRST FLOOR PLAN 839 saft 
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SECOND FLOOR PLAN 
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THE DENVER 


the sleeping and living areas. The kitchen, large and 
country-type, embraces the family dining area and 
keeps an eye on both front and back doors. Note the 
ample closet space throughout this plan. There is a 
full basement with entrance right at the side door. 


THE DENVER can be constructed on a 40-foot plot 
where combined sideyard requirements do not exceed 
14 feet. To accomplish this, the architect has sacrificed 
part of the center hall, but without sacrifice of good 
circulation. No cross-traffic is required through any 


one room. The bathroom is equally accessible from Write for plan AL-4. 


In the Modern Manner 


$$$ 








Architect Samuel Paul, whose 
house plans are reproduced on these 
pages, received his architectural de- 
gree at the Massachusetts Institute % seoxoow © 
of Technology. He also attended q 
Harvard University graduate school 
of architecture and Fontainebleau 
School of Fine Arts in France. 

As the designer of over 30,000 
housing units since the war, he has 
played an important role in the de- 
velopment of the ranch plan, the gar- 
den apartment and split-level house 

Books describing his homes include “Homes for 
Living’; “Homes Under $8,500"; “Homes That 
Grow” and “New Split-Level Houses.”’ He is co- 
author of “Home Modernizing,’ which will be pub- 
lished this fall ! { 
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How To Order 
Blueprints and materials lists for the houses de- 
scribed on these pages may be secured by writing | 
American Lumberman, 139 North Clark Street, Chi- my ugk: 
cago 2, Ill. One set of plans and a materials list mry aM, FIRST FLOOR PLAN 1098 eget 


be secured for $22.50. Duplicate sets of plans are $5 y 
each. Please make remittance when ordering. 
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Among the Dealers 





Southeast Dealers Plan Helpful Forum at Show 


The most varied and helpful 
program ever prepared for dealers 
in the south will be the aim of the 
Southeast Building Material Show 
and Dealer Management Forum at 
the Biltmore Hotel in Atlanta Oct. 
22, 23 and 24. The program com- 
mittee consists of the managing of- 
ficers of the three sponsoring or- 
ganizations the Florida Lumber 
and Millwork Assn., the Building 
Material Merchants of Georgia and 
the Tennessee Building Material 
Assn. 

The theme of the convention will 
be “Taking Sales Out of Competi- 
tion,” according to Joe Rowell of 
Atlanta, program committee chair- 
man. All building materials deal- 


Henry J. Munnerlyn 


ers and distributors are invited to 
attend. Registration is free but 
room reservations should be made 
through Foster B. Steward, chair- 
man housing committee, 1036 
Peachtree St. N. E., Atlanta 5, Ga. 

An all-morning forum Oct. 22 
will cover the current problems in 
“Mastering Yard Management.” 

The Hon Albert M. Cole, new ad- 
ministrator of the Housing and 
Home Finance Agency, will be the 
speaker at the luncheon that day, 
on “The Home Mortgage Outlook 
and Housing Legislation.’”” The 
noted marketing specialist of the 
University of Florida, Dr. Frank 
Goodwin, will speak at luncheon 
Friday on “Little Things That 
Count.” 

Experienced businessmen will 
comprise the panel for “Mastering 
Yard Management.” Moderator 
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will be Don A. Campbell, Lebanon, 
Ky. dealer, and execufive vice- 
president of the Kentucky Retail 
Lumber Dealers Assn. 

W. C. Henry, University of Ten- 
nessee, will explain ‘Applying 
Business Costs to Your Business” ; 
for seven years he has conducted 
surveys among Tennessee lumber 
dealers and other groups. Martin 
A. Hassinger, building material 
distributor of Bristol, Va., will dis- 
cuss the incentive compensation of 
all employes In a modern lumber 
yard. Marketing specialist Good- 
win, of Gainesville, Fla., will give 
the recipe for practical sales train- 
ing. 

Henry J. Munnerlyn, Bennetts- 
ville, S.C., president of NRLDA 
will explain that group’s manage- 
ment and operating aids for retail- 
ers. Lloyd B. Raisty, vice-president 
of the Federal Reserve Bank of At- 
lanta, will analyze the economic 
outlook for light construction in 
Dixie. 

The Friday forum on “Taking 
Sales Out of Competition” will 
have successful dealers from six 
southeastern states and Everett B 
Wilson, public relations director of 
NRLDA, as_ resource members. 
Wilson will explain the new mer- 
chandising calendar and _ other 
sales aids. Harry F. Lawson, Mi- 
ami dealer and past president of 
the Florida association, will tell 
how his firm is profitably controll- 
ing installment sales. Maurice R 
Large, Farmville dealer and past 
president of the Virginia Building 
Material Assn., will discuss the way 
to effective dealer advertisements. 
Dwight Davis. Charlotte, N. C 
dealer, will explain the use of mod- 
ern displays and store design for 
more profitable store traffic. 


Presiding at the four sessions of 
the Dealer Management forum will 
be W. T. Spencer, Gastonia, N. C. 
the southeastern member of the 
NRLDA executive committee: and 
presidents of the three sponsoring 
associations, W. S. Sexton, Knox: 
ville; W. O. McNair, Macon, and 
B. Frank Edwards, Tampa. 

Thursday and Fridav afternoons 
and Saturday morning will be left 
free to visit the 100 exhibit booths 
in the convention hall of the Bilt- 
more hotel. Special evening hours 
will be set aside for dealers t¢ 
bring their customers to see the 
variety of materials and supplies. 


Canadian Lumber Assns. 
Urge HOME for Dealers 


The National Retail Lumber- 
men’s Council of Canada has ar- 
ranged with the publishers to dis- 
tribute HOME Maintenance & Im- 
provement in Canada beginning 
with the Autumn issue published 
in September. 

The Western Retail Lumber- 
men’s Assn. of Winnipeg, Mani- 
toba, put out a four-page circular 
in which it stated that, “Although 
no direct promotional work has 
been done in Canada, enterprising 
Canadian lumber merchants heard 
about the magazine’s phenomenal 
success in the U.S. and are now 
purchasing 8,000 copies each quar- 
ter.” 

The Ontario Retail Lumber 
DeaJers Assn. recently sent all its 
members a letter urging their 
distribution of HOME. “The maga- 
zine .. . opens up a new approach 
to your prospect by placing before 
him in attractive pictures, many 
suggestions with regards to home 
improvements and maintenance. 
The wise use and distribution of 
this magazine can add to your vol- 
ume of business and profits and 
render a real service to prospects 
whom you want to draw to your 
doors,” said the letter, which was 
signed by E. D. Hutt. 


The 
LUMBERMAN’S 
LOG 


Hawley W. 

Wilbur, presi- 

dent and treas- 

urer of the Wil- 

bur Lumber Co., 

West Allis, Wis., 

celebrated 50 

years in the 

business Aug. 1 

ee by inviting all 

aaa his employes to 

ee ee the stadium to 

watch the Milwaukee Braves play 

Philadelphia. The one-time “boy 

mayor” of Waukesha hosted 200 

in the party. ‘Most of the time the 

employes give the boss a watch or 

something on an occasion like this, 

but I decided that this time the 
boss would give.” 

The 50-year man went to work 
for his father in 1903 in the com- 
pany he had founded in 1875. To- 
day the Wilbur Lumber Co. has its 
head office, warehouse and a re- 
tail yard in West Allis, operates a 
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millwork plant and yard at Wauke- 
sha, where Wilbur lives, and yards 
at Burlington, Marshall, Silver 
Lake, Waterford and Waterloo, 
Wis.; Dixon and Gray’s Lake, III., 
and Cook, Lowell and Schneider, 
Ind. It is one of the largest whole- 
sale distributors and manufactur- 
ers of woodworking products in 
Wisconsin; it has 30 employes who 
have been with the company more 
than 25 years. 

Young Hawley quit university 
before graduation to help out at 
the Waukesha yard. He was man- 
ager of three of the yards until 
1923, when he became secretary 
and treasurer of the company. He 
became its president in 1947. His 
brief entry in politics came in 1912, 
while he was managing at Wau- 
kesha. 

Wilbur, who is now “well on the 
road to 71,” is a past president of 
the Wisconsin Retail Lumbermen’s 
Assn. and the National Merchan- 
dising Institute of the NRLDA. He 
is not thinking of retiring as long 
as his health holds out. He’s us- 
ually the first one on the job at 8 
a.m. “I'd like to stick around for 
two or three years more,” Wilbur 
says. 

Rosa K. Gupson, Arthur L. Hays 
and L. D. Hays have organized the 
Capitol Avenue Lumber Co. in 
Houston ... Clifford Elliott is man- 
aging the Billington Lumber Co. 
at Seminole, Okla., now after as- 
sistant managerships at Wewoka 
and Oklahoma City Green 
Bros. Lumber Co., Jamestown, 
N. Y., aided in civic promotion by 
sponsoring a boy in the area’s an- 
nual soapbox derby elimination. 
The 54-year old yard pictured its 
entry in newspaper advertising. 
Green’s also has a morning radio 
show on WTJN ... Charles Robert- 
son left the Long-Bell yard at 
Ulysses to manage the company’s 
yard at Independence, Kan. 


(Dealers: this is your column. If you 
have a new manager, if you have a new 
store or remodeled the old one, if you 
are elected to office or if you stage a 
home show—write and tell us about it 
and other current items of interest to 
lumbermen mail them to this 


denartment. « American Lumberman, 
139 N. Clark St., Chicago 2.) 


OBITUARIES 


J. G. MAIN, 72, died recently at 
Cairo, fl., after long illness. He was 
one of the founders of Main Bros. Box 
and Lumber Co., Karnak. 


WILLIAM J. GORTON, 84, long- 
time president and general manager 
of the old Marion (Ohio) Lumber Co., 
died there after being in declining 
health since last November. He en- 
tered the emplov of the Prendergast 
Lumber Co. in 1887, later joined Mar- 
ion and became superintendent of 
vards. In 1910 he became president 


Please 
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and general manage! 
August 1951 and the 
company discontinued 
He was active in the 
tion of Retail Lumber ers. 

HARL D. SAVAGH ‘ied at Lima, 
Ohio. He operated the Southern Lum- 
ber and Supply Co. of *aulding, Ohio, 
more than 50 years. He leaves his 
brothers Ray and Ba vho were as- 
sociated with him in the business. 

ROY E. MUMMA, 66, died in Fort 
Wayne, Ind.'He had been associated 
for 45 years with the Decatur (Ind.) 
Lumber Co. and w its president 
since 1927. 

GEORGE A. HAGEN, 72, president 
of the Hagen Lumber Co., Scranton, 
Penna., died Aug. 31. He had been 
associated with his !ate father, Her- 


retired in 
» year the 
e business. 
o Associa- 


man, and his late brother, Alfred, in 
founding and developing the come: 
pany, which was established in 190% 
by the elder Hagen. 


WALTER ©. BUCHANAN, 77, 
president of the W. C. Buchanan 
Lumber Co., Sioux Falls, S. D., died 
there in a hospital recently after sev- 
eral months’ illness. Born in Iowa, he 
went to South Dakota in 1883 and en- 
tered the retail lumber business in 
1899 with the John W. Tuthill Lum- 
ber Co. He had his own yard by 1910 
in Letcher, S. D., and opened his own 
Sioux Falls yard in 1912. 

WILLLIAM H. VEIT, 83, one of 
Michigan’s oldest active lumbermen, 
died at his home in Flint. He was well 
known through 45 years in Flint with 
the Veit & Davison Lumber Co. 


AETNAPL Service gives you 


“The Pick of Plywoods 
for ALL your sales needs 


Attractive, durable Exterior plywood... 
exquisite Hardwood wall panels... waterproof 
plywood for concrete forms . . . moisture re- 
sistant plywoods for all types of farm buildings 


AETWAPLY PRODUCTS 


... utility and plastic-covered plywoods for 


all industrial uses . . . all these and many 


More than 50 species 

Foreign and Domestic 

in all sizes and grades 
= 


Cupboard and 
Flush Doors 


other products are available to you in 


AETNA’S warehouses. 

Yes, AETNA carries plywood from mills 
all over the world, giving your customers a 
choice that is unexcelled. All standard sizes 
and odd sizes are available. You never need 


e to miss a sale for lack of stock, for AETNAPLY 


Peg-Board 


Service is just like having a warehouse of your 


* own. Deliveries are fast; shipment is made 


24-hour 
shipping service 


within 24 hours from the time your order 
is received. 


Write for Aetna’s New Price Lists TODAY! 


Aet NA PLywoop & VENEER COMPANY 


1732 N. Elston Ave. 
ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 


@ Chicago 22, Ill. 


Call AETNA for PLUS VALUE in PLYWOOD 


(To obtain more data on advertised products see page 65) 
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Manufacturers in the News 





GRAND TRAVERSE SALES CO. was opened this year to handle expanded 


business of the Leland and Northport 


dent W. R 


Flushwood Door corporations. Presi- 


Braund recently held open house to announce further expansion 
of the Leland unit at Suttons Bay, Mich 


Braund Companies Expand Suttons Bay Operation 


Open house was held August 8 
by the Leland Flushwood Door 
Corp. at its plant and offices at 
Suttons Bay, Mich., to show latest 
improvements under the _presi- 
dency of W. R. Braund. Refresh- 
ments were served and tours of the 
facilities conducted. 

Scheduled for immediate con- 
struction are three 100’x100’ build- 
ings, a large addition to an exist- 
ing structure and construction of a 
railroad spur. The three new build- 
ings at Suttons Bay include one, 
of cement block, for lumber stor- 
age; one for door storage and the 
other for manufacture of  flush- 
wood doors for both the Suttons 
Bay and Northport plants. The 
addition will be used for plywood 
storage. 

The Leland Flushwood Door 
Corp. was organized late in 1951 
by Braund, a summer resident of 
Leland, Mich., who is president of 
it and the Northport Flushwood 
Door Corp. and also the Grand Tra- 
verse Sales Co., the sales unit for 
both. 

James Telgard, Kimball Grind- 
stuen, Walter Couturier, Jack 
Gardner and Victor Bardenhagen, 
who were in the original organiza- 
tion, are still officers in the firm 
with president Braund. 

The Leland business outgrew its 
facilities in January 1952 and lo- 
cated in Suttons Bay. The first ad- 
dition went on that April and the 
Grand Traverse sales offices were 
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added this January. Emmert F. 
Behr is executive vice-president 
and production manager of both 
plants. 


Plywood Institute Plans 


Plans for a half-million dollar, 
two-year trade promotion program 
were formulated by the trade pro- 
motion committee of the Hardwood 
Plywood Institute at the Moraine- 
on-the-Lake Hotel, Highland Park, 
Ill., in a recent meeting. 


THE SELCK SHARPIES finished the 
softball season in second place in the 
Grant Park league and became en- 
trants in the Chicago-city wide 
tournament of champions. It was the 
first year that Walter E. Selck and 
Co., manufacturers and distributors 
of tools, equipment and accessories 
for the floor covering industry, has 
entered a team in athletic competi- 
tion. In the photo, Harry J. Stern of 
the Koppers Company, league secre- 
tary, presents the team trophy to 
Jim Fischer, captain of the Selck 
team, as Walter Selck looks on. 


Septe m hy r 


Ray Bolger to Sell Paint 
On TV This Winter 


The Sherwin-Williams Co. and 
affiliated companies (Acme Quality 
Paints, Lowe Brothers Co., Martin- 
Senour Co., W. W. Lawrence & Co., 
John Lucas & Co. and Rogers Paint 
Products) will co-sponsor a half- 
hour TV show starring Ray Bolger, 
the dancing comedian, starting on 
October 8. The ABC network pro- 
gram will be telecast from 8:30 to 
9 p.m. (EST) Thursdays for 52 
weeks and is the first national 
evening TV show ever identified 
with the paint industry. 

Bolger (“The Wizard of Oz,” 
“Charley's Aunt,” etc.) will sell 


Super Paint Salesman Bolger 


Super Kem-Tone and Kem-Glo 
Enamel for dealers in a situation 
comedy type show for family au- 
diences filmed in Hollywood. The 
Oct. 8 telecast will be by the al- 
ternate sponsor, with the first Su- 
per Kem-Tone show on Oct. 15 but 
both sponsors will be identified on 
each show. 


Central Woodwork Sends 
Cabinet Display on Tour 


Central Woodwork, Inc., Mem- 
phis, is making its two Bilt-We'l 
Nu-Style Cabinet displays avail- 
able to building materials dealers 
for county fairs, home shows or 
exhibitions. F. O. Schaefer, presi- 
dent, said the service has been of- 
fered to all retail lumbermen with- 
in 200 miles of Memphis to increase 
their cabinet sales since many do 
not have space in yard or show- 
room for complete kitchen display. 

The display has already been 
shown at Mayfield, Ky., Humboldt, 


(continued on page 52) 
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there’s money in 
Salt 
easy-7o-haude, 


Profitable 





. ae 


“CWHOLESALE DISTRIBUTOR. 


° 


PRESSURE TREATED xe «OF 


ah 
Stops Rot and Termites 


new the etepens whe American Lumber 
genuine Pressure : 
Treated Wolmanized & Treating Co. a . 
Lumber outsells the 1673 McCormick Bidg., Chicago 4, lil. . boin 
field two to one. Write ° 
for this free Branch Offices in Boston, New York, Baltimore, ‘ : 
booklet bes” Jacksonville, Flo., Little Rock, Ark., Los Angeles, 

iG Son Francisco, Seottle and Portland, Ore. 


* el Wolmanized is ao registered trademork of 
eae . ~ Americon Lumber & Treating Co. 
ey 


SPECIALIZING IN 


Manufacturers and Wholesalers of i POND ERO SA PINE 
WOODEN FENCES||- DOUGLAS FIR 


ee , RES", ao ™%,. 

We manufacture and sell a ; ,¢ REDW 0 0 D 
alltypes of wooden j My : é a 3 : 

fences. Rusticraft Fences : ( , 
are the choice of discrim- ;. 
inating home owners 
everywhere—ihis means 
more sales, better profits 
for you. Lumberyards all 
over the country buy 
wholesale direct from us. 





Manufacturers of 


@ IMPORTED FRENCH 
WOVEN PICKET 
FENCES 

@ WOVEN CEDAR 
PICKET FENCES 

@ ENGLISH HURDLE 
FENCES 


vie freee) i (eo.J.Silbernagel 


Write for Booklet & Prices 





GENERAL OFFICE 


C : 8 S. Michigan Ave., Chicago 3, Ill. 
Rust icraft FENCE CO Telephone RAndolph 6-0540 


DAVIO TEMDLER- Est. 1918-12 KING RD, MALVERM, PA. 
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MANUFACTURERS 


Begins on Page 50 


Tenn., Deering and Kennett, Mo., 
and will be shown Sept. 22-27 at the 
Northeast Arkansas fair by E. C. 
Robinson Lumber Co., Blytheville; 
Sept. 27-Oct. 3 at the Carroll Coun- 
ty fair, Huntington, Tenn., by the 
Lashlee-Rich Lumber Co., McKen- 
zie, Tenn., and Sept. 27-Oct. 4 at 
the Caruthersville (Mo.) County 
fair by the Rhodes Lumber Co., 
Hayti, Mo. 


Schlage Develops New 
All-Purpose Boring Jig 


The Schlage Lock Co. has de- 
veloped a new, all-purpose boring 
jig which has a two-fold sales value 
to building materials dealers. It 
not only bores new doors for 
Schlage installations but will also 
re-bore doors formerly equipped 
with other type locks for new 
Schlage installations. 

Because of its “all-purpose” fea- 
ture, as well as being a saleable 





item in itself, it also facilitates the 
sale of Schlage locks to builders 
and the do-it-yourself trade. A 
new installation kit contains all 
tools necessary for fast, accurate 
boring for new lock installations 
or lock replacement. 


Owens-Illinois Storage 
Warehouse Completed 


A new warehouse to be used for 
storage of heat insulation products 
at the Berlin, N. J., plant of the 
Kaylo Division, Owens - Illinois 
Glass Co. was scheduled for com- 
pletion early in September. It will 
provide 80,000 square feet of floor 
space with an over-all clearance of 
20 feet. 

Access to transportation will be 
provided by a truck dock at the 
north end of the warehouse, large 
enough to handle eight trailers at 
once, and by a railway spur line 
along the west side of the building. 
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Kinzua Lumber Sold 


To West Coast Group 

The capital stock of the Kinzua 
Lumber Co., one of the largest and 
most progressive lumber and man- 
ufacturing enterprises in the Pa- 
cific northwest, was sold the last 
of August to a group of northwest 
lumbermen and concerns but no 
change in operational management 
was expected. 

J. D. “Mike” Coleman, who will 
continue in the capacity of general 
manager he has been since 1947, 
announced the purchasers as H. J. 
O’Donnell, M. H. Wyman, E. W. 
Stuchell, D. E. \Vyman, Alvin 
Schwager, Capital Timber Products 
Co. and the Donover Co., Inc. He 
announced the sellers to be J. F. 
Coleman, S. R. Dietrich, Gwladys 
Zurlo, J. D. Coleman, V. F. Schultz, 
C. C. Coleman and Margaret B. 
Casey. 

It was reliably reported that the 
new owners of the capital stock 
anticipated making no change in 
the personnel of the operation at 
Kinzua, Ore. With the sale, the 
Coleman family relinquishes direc- 
tion of all Kinzua operations they 
have held since 1927. 

The family is headed by Nathan 
Coleman, father of J. F. and Carl 
C. Coleman, recent!y president and 
vice-president of Kinzua, respec- 
tively, and grandfather of J. D. 
Coleman, the continuing general 
manager. 


New Directors 


New stockholders of Kinzua 
Lumber Co., parent corporation of 
the entire Kinzua enterprise, an- 
nounced the newly elected direc- 
tors of the Kinzua Lumber Co. and 
its subsidiary corporations would 
be H. J. O'Donnell, E. E. Stuchell, 
Howard Webster, D. E. Wyman 
and Mark F. Mathewson. 

O'Donnell, prominent Seattle 
lumberman, head of the Donover 
Co. and American River Pine Co. 
and with extensive lumber manu- 
facturing interests in northern Cal- 
ifornia and the Northwest, was 
elected president of the Kinzua 
Lumber Co. 

Kinzua Pine Mills Co., wholly 
owned subsidiary, has a_nation- 
wide reputation for its products 
earned in 25 years of careful man- 
ufacturing, kiln drying and ship- 
ping, supplemented by consistent, 
intelligent dealer advertising. The 
most important physical asset of 
the company is its large stand of 
timber, principally ponderosa pine, 
which guarantees a long life for 
the Kinzua operations. 
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Bradley P. Williams 


Masonite Names Williams 
Merchandise Manager 


Bradley P. Williams has _ been 
promoted to general merchandise 
manager of Masonite Corp., an- 
nounced Paul B. Shoemaker, vice- 
president in charge of sales. For 
the past three years, Williams 
functioned as sales promotion man- 
ager, a job he had also done the 
previous 10 years combined with 
manager of sales research. 

In his new capacity, Williams 
will have charge of Masonite ad- 
vertising, sales promotion and pub- 
licity programs. 

His affiliation with the company 
dates to its earliest years, 1926- 
1932, when he was with the ad 
agency handling the Masonite ac- 
count. He actively joined the com- 
pany in 1939. 


Manufacturers Announce 


James G. Williams was named dis- 
trict manager of a new Milwaukee 
district for Johns-Manville. The ap- 
pointment, made by C. G. Dandrow, 
vice-president and general sales man- 
ager of the division, was effective 
September 1. The territory was form- 
erly served from Chicago, where Wil- 
liams was assistant manager. 


John Reich was 
promoted to fac- 
tory manager of 
the Hyster Com- 
pany’s Danville, 
Ill., plant from 
assistant mana- 
ger at the Peoria 
plant. He has 
been with Hyster 
since 1946 as fac- 
tory engineer, 
general assembly 
foreman and supervisor of tool de- 
sign. Fred F. Welch has been appoint- 
ed general manager of the Hyster 
Co. retail store in San Francisco, an- 


John Reich 











































































































































































































































































nounced Ray Ronald, western sales Merge Electric Spr it interests. Moe Light will continue 































manager. Robert Golden was named ; ‘ operations under the same name as 
sales manager at the same time. With Moe Light, a division of Thomas Industries. 
Welch has been with Hyster since The merger of Mo ght. Inc 
1948 and manager of its Seattle store 2 . Wis.. ° i Thomas will act as president and 
“e 195 . et rset : Fort Atkinson, Wis., \ the Elec- 7 
since 1951. Golden started with the eye . said present officers of Moe Light 
company in 1936 and has been in tric Sprayit Co., Shev« gan, Wis., wee : az ‘ oie in the 
sales engineering and sales and serv- was formally approv i at a stock- will retain similar samen tve ne 
ee Ee rene Se, holders’ meeting of t!° former on ¢W company. J. Russel a 
Henry R. Hogendobler, formerly Aug. 31, announced Lev B. Thomas, formerly president of Sprayit, will 
industrial insulations sales manage1 president. Stockholders of the lat- act as special advisor to the presi- 
of Owens-Corning Fiberglas Corp., a a : dent on operations at the Sheboy- 
was named vice-president and gen- ter company gave Similar approval mame cal . 
eral manager of the Fiberglas Con- at a meeting Aug. 25 gan prant. 
poets 77 eg! Co., Cincinnati, The newly create’ company will With the merger, Thomas Indus- 
succeeding Lee R. Reeder 2- : ten. i 
shied. y agg Fook pes ned be called Thomas Industries, Inc. _ tries will have four plants for fab- 
au when it was founded in 1938 and rose Thomas said that the new board rication of residential lighting fix- 
4 from plant engineer to Cincinnati will consist of the present Moe tures, portable compressor paint 
} — aor yen oe chief operating en- Light directors and two directors sprayers and existing defense con- 
yineer and chief engineer. a : ~ : 3 . 
’ is representing the present Sprayit tracts, employing 1,300 workers. 
i Samuel EF. Wis- ae 
i ner will manage — 
j a new northeast- AAV iA aad 
| ern division at 
i Boston for Ma- a a ~ 
: sonite Corp., ac- 
| cording to F. O. b 
/ Marion, general 1 > new, etter’ 
| sales manager. 
The appointment 
was effective on ft ti ti 
Sept. 1. The divi- » @€xXira competi bis? 
sion was formed 
from parts of Masonite’s eastern di- ee 
i vision in order to better service. Wis- 


ner has been assistant manager of 
dealer sales, NYC, since 1948, having 
joined the company in 1938 as a sales- 
man. M. L. Drake was promoted to 


assistant manager of the eastern di- 


A vision: he had been in industrial sales. OVERHEAD GARAGE DOOR SETS 
Frank King was promoted to office 


manager, eastern division. 
s 








Richard C. Cranch has joined the \ 
laboratory staff of Timber Engineer- . on 
ing Co., NLMA, under Carl A. Rishell, W) 
director of research. The Clevelander / 


received his master’s in forestry at 
Yale and remained there three years 
as testing lab supervisor, researching 
in tropical woods. Before joining 
TECO, Cranch was northeastern sales 
manager for Wood Treating Chemi- 
icals Co. 


OFFSET TRACK! 
GRADUATED HINGES! 
ELECTRO-GALVANIZED FINISH! 






















ee ALL STANDARD SINGLE & 2-CAR SIZES! AN 
Lloyd A. Pfaff was appointed pro- /* AN 
duction manager of asbestos-cement AMAZING LOW PRICE! Wij 
operations for the Philip Carey Mfg [I 
Co., Cincinnati, by J. W. Humphrey, | ‘ ° : : : 
president. Before joining Carey in “WEDGE-RITE” offers you superior quality, premium 
1947, Pfaff was with the Asbestone features and sensationally low prices. ; 
Corp. and the Ruberoid Co i 
B. C. Salisbury was named Chicago There’s a “WEDGE-RITE” set for every need: single car : 
representative of the Warren Tool | sizes from 8'x6'6" to 9’x7’; 2-car sizes from 14’x7’ to [BE 
Corp., Warren, Ohio. He was previ as . : 4~Q! ’ ‘ AW 
ously with the Enos Coal Mining Co 16’x7’; and commercial sizes from 9x9’ to 20’x12' AS 
... for doors 130” or 154” thick. Ks hi 
Names to Rapistan f 

The Cleveland, 3uffalo and DOOR SECTIONS! Truck load or carload lots in : I 
| Grand Rapids distributors of the stock sizes. Kiln-dried, Douglas fir, dowel construc- ; 
Rapids-Standard Co., Grand Rap- tion. Lowest prices! 
ids, Mich., were incorporated Sept. : 
( 1 under the trade name Rapistan. 
Each sales outlet handles the Rap- WRITE FOR FULL INFORMATION NN 


istan line of gravity and power 


conveying equipment, industrial 33: i 

casters and hand trucks, and re- sees: TE 
lated materials handling equip- | iim 

ment. The Rapids Handling Equip- oe 


ment Co. of Philadelphia _ will 
change to the Rapistan name later 
this year. | 








AND PRICES! N 
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THE 
DOR-SET CORPORATION 


1641 N. OLDEN AVE., EXT., TRENTON 8, NEW JERSEY 
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There's a 





_ BRIGHT 


Ap 
this fall for 


TESTED AND PROVED 


In 1952, Liquid Aluminum was thor- 


oughly tested in nine major markets 1953. Customers everywhere —home 
throughout the country. It was a smash owners, farmers and industrial users— 
hit — a fast, ‘on-sight"’ seller welcomed it with open arms. 


HERE’S THE SUPPORT REYNOLDS 
IS GIVING YOU... 

















A NATIONAL SUCCESS 


Liquid Aluminum went national in 





% MISTER PEEPERS 


“School teacher extra-ordinary'’ and one of America's most popular and 
best loved television personalities will tell 22 million viewers about 
Liquid Aluminum on his Sunday evening show over NBC-TV. 


% TOP NATIONAL MAGAZINES 


Full-color advertisements showing your customers all the wonderful bene- 
fits of Liquid Aluminum will appear in the top paint-selling magazines — 
Better Homes and Gardens and Country Gentleman. 


= aerHomes \ # INDUSTRIAL ADVERTISING 


Informative ads reaching the 168,000 readers of Factory Management 
and Maintenance, and the 85,000 readers of Oil and Gas Journal will 
carry the story on Liquid Aluminum to your major industrial customers. 


DISPLAY MATERIAL 


Everything you need for-a real, sales-making store feature on Liquid 
Aluminum is provided — window banners, shelf strip, display cards, a 
‘Mister Peepers'’ counter card, give away folders and newspaper ad mats. 


GET IN ON THIS NEW BUSINESS . — 


This i¢ the Your fo lig 


t’s Americ 
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Everywhere you ‘Nobk there's a place | 
for this “newest name in paint”? 

















B for Liquid Aluminum, 
A brightness to cellars, 





Industrial users are a big market for Liquid 
Aluminum because it lightens and brightens 
as it protects. Makes everything look better. 


For more information call your paint supplier or write for list of manufacturers direct 
to Reynolds Metals Company, 2500 South Third Street, Louisville 1, Kentucky. 
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All about Wholesalers 


DFPA Continues 1953 


Promotion With Contest 

A “World of Prizes” contest is 
the third big promotion of the 
Douglas Fir Plywood Assn. for 
1953. Fir plywood manufacturers 
have posted $85,000 in prizes, in- 
cluding a trip around the world for 
two, in a nationwide fall sales con- 
test to boose immediate sales of 
plywood by more than 20% in a 60- 
day period. It is open to all ware- 
house salesmen who sell fir ply- 
wood to retail lumber dealers. 

Most of the 2,000 salesmen who 
enter can win a prize. In addition 
to the $5,000 ’round-the-world tour 
by Pan American Clipper, nine oth- 
er national prizes range from 
$1,500 to $150. The industry is also 
offering $27,000 in regional prizes 
from $1,000 to $50 for 25 winners 
in each of six regions. Every job- 
ber salesman who sells 100,000 
square feet of plywood to dealers 
during the contest will get a port- 
able radio, and those who sell an- 
other 50,000 square feet will get a 





st “oe” OFPA TACOm, Sy 
<a wet PORTABLE RADiCy ‘ 


“= 
Lire 


a» 


PART OF THE PROMOTION used by 
the Douglas Fir Plywood Associa- 
tion in working up interest in its 
newest sales campaign, the current 
jobber-salesmen’s contest. 


$37.50 bonus check. 

The contest is intended to 
strengthen sales efforts of jobbers 
and put retail dealers in a better 
position to serve customers from 
adequate stocks of both interior 
and exterior plywood. Total fir 
plywood sales now are 20% ahead 
of last year and the manufacturers 
have tripled plywood promotion in 
the second half of 1953 to main- 
tain this record volume. 

The present contest will be fol- 
lowed by a Christmas promotion 
for dealer sales. 





Gail H. Marine Retires; 


50 Years in Lumber 

Gail H. Marine celebrated his 
82nd birthday Aug. 3 and retired 
this month after more than 50 
years in the lumber industry. The 
veteran lumberman said his resig- 
nation at this time was due only 
to his failing eyesight and he is 
hoping the operation at an early 
date may clear it up. 

Marine has been a wholesale lum- 
ber salesman from southern Louis- 
iana to northern Canada and spent 
the last 11 years in the business as 
assistant supervisor of the lumber 
department of the naval air station, 
North Island, San Diego, under 
civil service. 

He sold yellow pine for Long- 
Bell and was assistant manager of 
the Louisiana Red Cypress Co., 
New Orleans, before going to the 
west coast as salesmanager for the 
Schwager & Nettleton Lumber Co. 
Later he had his own Davis-Marine 
Lumber Co., Seattle wholesale firm, 
and then became a salesman for 
Weyerhaeuser. 

Mr. Marine said he would great- 
ly appreciate hearing from some of 
his old acquaintances in the lum- 
ber business; he may be reached at 
1069 Marlborough Ave., San Diego 
5, Calif. 
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“Lumber—Know It to Sell {t” 


The National Lumber Manufactur- 
ers Association has anounced the pub- 
lication of a bibliography of lumber 
industry literature for use of lumber 
salesmen. Leo V. Bodine, executive 
vice-president, National Lumber Man- 
ufacturers Association, states that 
the new booklet, “Lumber—-Know IT 
To Sell It” was prepared under the 
direction of the NLMA Special Com- 
mittee on Sales Training and is in- 
tended as a helpful! information source 
and sales tool for lumber salesmen 
interested in sharpening and improv- 
ing their selling abilities. 

The sales bibliography runs 18 
pages in length and is indexed to 
cover appropriate phases of industry 
operations, Information given in- 
cludes titles, authors, publishers, and 
prices where applicable. Copies of the 
bibliography at 25¢ apiece are avail- 
able from the National Lumber Man- 
ufacturers Association, 1319 18th St.., 
N. W., Washington 6, D. C. 


C. E. Klumb, Jr., Joins 
Dad’s Lumber Company 


C. E. (Roy) Klumb, Sr., an- 
nounced the active association of 
his son, C. E. “Buddy” Klumb, Jr.,. 
in his wholesale business, the C. E. 
Klumb Lumber Co., at Crystal 
Springs, Miss., with the title of 
vice-president. The senior Klumb, 
president of the firm, said he had 
been looking forward to having a 


third generation of the family in 
the lumber business. 

Young Klumb graduated from 
high school in 1945, served over- 
seas in the Marines and graduated 
from Mississippi State in 1951 in 
chemical engineering. The last two 
years he worked at southern pine 
mills in sales and manufacturing 
and recently returned from a six- 
weeks’ survey of the western lum- 
ber industry. 


McClure School Sends 
Out 46 Graduates 


The McClure School of Hard- 
wood Lumber Inspection, Memphis, 
graduated 46 young men July 4. 
All signified their intention of mak- 
ing the lumber business their ca- 
reer and practically all had jobs at 
good salaries awaiting them. Oth- 
ers were weighing a number of of- 
fers for their services as hardwood 
inspectors, salesmen or lumber 
buyers. 

With the graduation of this elev- 
enth class supported by the NHLA. 
over 500 men have been trained to 
take responsible positions in the 
industry. The class consisted of 
men from 14 states and eight from 
Canada. The school gives an in- 
tensive five-month course. 


Miller Joins 
Wholesaler Group 


John F. Miller Jr., formerly as- 
sistant manager, Southwestern 
Lumbermen’s Assn., Kansas City, 
Mo., has been named assistant 
western manager of the National 
American Wholesale Lumber As- 
sociation. Miller will make his 
headquarters at Portland, Ore. 

A graduate of Georgetown Col- 
lege, Georgetown, Ky., Miller 
joined Southwestern in 1947. He 
called on dealers in Arkansas, 
Kansas, Missouri and Oklahoma. 
Active in Hoo-Hoo, Miller was vice- 
gerant snark for three years and 
secretary of the Kansas City Hoo- 
Hoo Club for one year. 


New Directors Elected 
By Forest Lumber Co. 


Forest Lumber Company, na- 
tional lumber’ wholesalers, have 
announced the election of three 
new members, all employes, to its 
board of directors. 

They are Robert R. Ponting, the 
company’s secretary and assistant 
treasurer; Charles A. Totten, its 
Eastern sales representative: and 
Arthur K. Wood, its Midwestern 
sales representative. 
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O: ‘Build Your Own” Furniture 


Newest trend in vers furniture. 
These meta! frames }ius your 1” x Profits on our Metal Units. 
12”s make room dividers, bookcases, 
ete. (Each order « mes complete 


with cross braces.) ; Profits on EXTRA lumber, 


i Retails : . 
Section #R502—27” high | $4.25 | plywood, paint, varnish, etc. 


Section #R503—59” high 7.95 
Section #R504—3242” hien} 4.95 [6% Ib Tables—Bookcases—Room Dividers 
All supports 12” deep -Benches—All made from lumber 
in YOUR YARD NOW—PLUS our 
metal legs. The Do-It-Yourself 
Anyone can make these to set on the market is HOT. We started a na- 


floor or hang on the wall. Make any | tional sensation with wrought ifon 

length by using the metal frames peenig , ” Deis iad 
ae pga ey Barsiiage Build-It-Yourself” furniture with 

plus your 1” x 10” boards. Pair (in- 















































































cluding cross-braces) $8.95 retail our units. Here is a brand new 
Added sections $4.50 each. Wt. 9% extra-profit business tailor made 
lbs. per pair. for you. Order now and get your 








share of a fabulous new market. 
















































TWO STYLES OF Height Attach HAIRPIN | Wis. Wits DIAG- | Wrs, P ‘ 
leg Under Specify ¥% VV" Ya"’ ONAL Lbs. a gate 
or V2" Rd. | Lbs Lbs 5¥a'’ Rd National Advertising 
6” sofa, couch $5.55 | 4%) 3% $5.25 3 PLU S countercards 
— 575 rT r 345 a and display material. 
All prices shown are 
12” coffee tbl. 5.95 6 414 5.65 5%] subject to 40% dealer 
14” coffee tbl. 6.65 7 5 5.85 6 discount. F.O.B. Los 
16” cocktail tbl., bench 6.95 4 5 5.95 7 a pe aerate 
Ps ; reignt allowance 
19 TV, | end tb! 7 7 BY. 
, TaD, SOO - = 71 $1.50 per 100 pounds. 
22” ‘TV, lamp, end tbls 8.95 10 7 . — [Send your order 
28” dining tbi., desk 13.45 15 TODAY! 


























Dept.BG 2911 Whittier Boulevard, Los Angeles 23, California 





ANGELUS, WROUGHT IRON 








2 GREAT PREFERRED isin. ion 
CABINET LATCHES! 


%& No Moving Parts. #& Easily 
abetied. te Cebieton for Kitchen and Bathroom 
Lifetime Service. % No Slamming Cabinets — for Built-ins 
to Close! % No Jerking to — for Furniture 
Open! % Clean — Sanitary. IMPROVED VINYL-PLASTIC 


MAGNETIC 
LECO-LATCH 


with built-in permanent 
Alnico magnet. Never loses 
its power to hold! 





e Available in both low-cost standard gauge 
and e” heavy-duty thickness. 
Vinyl-Plastic throughout—no felt backing. 
Lasts for years! 

Can be installed on, above or below grade. 
Resists dirt, grease, acid, alkali and fire. 
13 striking color combinations. 


Write today for full details! 


Mesbtile 
since 192s LUO | | 


Joliet, Ill. * Long Beach, Calif. * Newburgh, N.Y 





SILENT 
LECO-FLEX LATCH 


neoprene cylinder cushions 
action—lets door close 
silently! 








Write for literature and name 
of your distributor — TODAY! 


Coo” LABORATORY EQUIPMENT CORP. 


St. Joseph 5, Michigan 
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Buying Slows 
In Tacoma Area 

Labor troubles and a quiet mar- 
ket still are the chief problems 
confronting lumber mill and log- 
ging operators in Tacoma and 
southwest Washington. Buying has 
slowed down to a point consider- 
ably below normal for this season 
of the year. 

Sugh orders as are being given 
are for immediate delivery, with 
buyers showing little inclination to 
build up inventories despite a gen- 
eral availability of virtually all 
grades. The effect of the sluggish 
market has resulted in curtailed 
production, although weather con- 
ditions have been excellent. 

The forest fire situation is not 
as hazardous as it was a fortnight 
ago and no serious fires have been 
reported. On the Tacoma front, the 
most serious new labor controversy 
is a strike of the CIO Boommen 
and Rafters Union against four log 
moving concerns on August 26. 
The walkout occurred following in- 
dustry’s refusal to grant the union 
a five-cent an hour wage increase. 

The companies concerned had of- 
fered to extend existing contracts 
with minor changes until next Ap- 
ril 1. It was estimated that some 
1,500 men in logging operations at 
nearby Morton, Elke and Kosmos 
were idled within a few days be- 
cause of the lack of adequate log 
storage facilities in Tacoma. 


Market Weak 
At Seattle 


Downward trend of prices has 
slowed some but the market struc- 
ture is weak on the eve of Labor 
Day. Hopes are expressed that 
early implementation of the Ko- 
rean rehabilitation plan would pro- 
vide the necessary shot in the arm 
needed to strengthen prices—at 
the least it would draw lumber 
from the cargo mills which current- 
ly compete for rail business. Late 
summer brought good production 
weather here with enough rain to 
reduce fire danger to a low point. 
There is a surplus of hemlock logs. 
Plywood remains weak. Simpson 
has reduced prices 5% to whole- 
salers and it is believed other mills 
will follow. 

A few bright spots are to be 
found. Kiln dried fir is stronger but 
not to the extent of higher prices. 
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Three quarter by ten “B” clear 
bungalow siding is a little strong- 
er because of scarcity. Shingle 
prices are firm to stronger in No. 
3 XXXXX and No. 1 perfections, 
due to good demand from shake 
companies is maintaining a trade 
price of $10.40. 

Number 2 green (ir dimension is 
about $1 softer and dry hemlock 
boards are a little weaker. Uppers 
in both fir and hemlock are steady. 
Shingle grades other than those 
mentioned above remain steady and 
the same is true of: western red 
cedar on most lists though actual 
prices obtained may vary down- 
ward. Ponderosa pine selects and 
shop are steady but commons are 
a little weaker. Supplies are great- 
er. Idaho white pine in both selects 
and commons is weaker, prices 
dropping $2 to $10. The weakness 
is ascribed to larger stocks. En- 
gelmann spruce is weak and in 
Canada prices have dropped. 


Market Improving 
At Kansas City 


A fairly good demand for all 
species and grades of lumber at 
steady prices was evidenced by 
southwestern mills during August. 
In fact, lumbermen asserted that 
the pickup this year was somewhat 
earlier than normal, and that a 
further improvement should take 
place in the fall period. In addi- 
tion to a pickup in residential con- 
struction, industrial activity also 
has been at a fair pace notwith- 
standing the vacation slowdowns 
during July and August. 

The Federal Reserve Bank of 
Kansas City reported that residen- 
tial construction in July was 117% 
ahead of June, but lagged 16% 
behind a year earlier and the cum- 
ulative total for the first seven 
months was down 18% from the 
1952 period. The movement of 
lumber into Texas has not been too 
good, but in other sections of the 
district sales are holding up well, 
and this was especially true in 
Missouri. 

Mill inventories are anything 
but large and the order file is fair- 
ly substantial. Yet, mills still can 
use more business. The weather 
has been ideal for production and 
air drying, and on the east side of 
the Mississippi the larger mills re- 
port they do not have sufficient 
stocks of air-dried lumber for quick 
shipment. 





September 21, 1953, AMERICAN LUMBERMAN & 


Mills report they have very lit- 
tle No. 2 gum to offer and that oak 
for the flooring plants also is in 
short supply. 


Orders Nationally 


13% Below Production 

Lumber shipments of 528 mills 
reporting to the National Lumber 
Trade Barometer were .6% below 
production for the week ending 
August 29, 1953. In the same week 
new orders of these mills were 
13.0% below production. Unfilled 
orders of the reporting mills 
amounted to 35% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 21 
days’ production at the current 
rate, and gross stocks were equi- 
valent to 56 days’ production. 

For the year-to-date shipments 
of reporting identical mills were 
2.6% above production; new or- 
ders were 2.2% above production. 

Compared to the average corre- 
sponding week in 1935-1939, pro- 
duction of reporting mills was 
68.0% above, shipments were 
74.9% above; new orders were 
56.1% above. Compared to the 
corresponding week in 1952, pro- 
duction of reporting mills was 
0.2% below; shipments were 
10.1% below; and new orders were 
19.7°% below. 


Southern Pine 


For the week ending August 29, 
1953, 118 mills reporting, produc- 
tion was 16,105,000 feet. Orders 
were 15,840,000 feet, 1.65°% below 
production for the week. Shipments 
were 15,764,000 feet, 2.12% below 
production. 

In the same week a year ago 
production was 16,165,000 feet, 
orders were 18,426,000 feet and 
shipments were 17,475,000 feet. 


Western Pine 

For the week ending August 29, 
1953, 109 mills reporting, produc- 
tion amounted to 81,446,000 feet. 
Orders were 70,702,000 feet, which 
was 13.2% below production. Ship- 
ments were 78,131,000 feet, 4.1% 
below production. Orders were 
9.5°% below shipments. 

In the same week a year ago 
production was 80,405,000, ship- 
ments were 89,696,000 feet and or- 
ders were 849,880,000 feet. 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying 
a compilation and average of mill prices at press time and sho 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases ade approxi- 


mately ten days before receipt of the magazine. 
market price changes since the last issue—the Editors. 


DOUGLAS FIR 


Verticn! Grain Flooring 
B&Bu c 


. 165.00 155.00 


) 
1x4 100.00 
Flat Grain wipe, | 
1x4 135.00 
155.00 


130.00 

1x6 130.00 

Drop Siding 
1x6 (Pat. 
1x6 (Pat. 


#106) 
#116) 


155.00 
155.00 


150.00 
150.00 


Celling 


3.00 
‘115-125 130.00 


Bonrds and Sh plap and 2” (Green) 
1x6 1x8 10 
No 2 63.00 63.00 
a -55.00 55.00 55.00 
No. 3 ; 50.00 49.00 
No. 1 Dimension 
12+ 4 16 18 
64.00 64.00 64.00 
61.00 62.00 61.00 63.00 
61.00 61.00 59.00 61.00 
61.00 62.00 61.00 61.00 
61.00 59.00 59.00 61.00 


2x 4 
2x 6 
2x 8 
2x10 
2x12 
No. 2 Dimensxion 
2x 4 58.00 58.00 
2x 6 57.00 57.00 
2x 8 58.00 59.00 
2x10 59.00 59.00 59.00 
2x12 59.00 59.00 59.00 


No. 3 Dimension it/1. Only 
2x 4 


64.00 


61.00 


61.00 
60.00 
50.00 


60.00 
58.00 
59.00 
50.00 
59.00 


60.00 
58.00 
58.00 
59.00 
59.00 


44.00 
29.00 
37.00 
32.00 
33.00 


2x 6 
2x 8 
2x10 
2x12 
(Add $8-$10 fo: 


dry lumber) 





RED CEDAR SHINGLES 


Royals 
o. 1 
o, 2 
o. 3 


2. 
o. 1 


24” 
24” 
24” 


‘72 

‘A 
5/2 
5/3 
5/2 
16” 5/2 


16” 5/2 
16” 6/2 


18” 
18” 
18” 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cara, new bundling. @ to 10’ are: 
Beveled Siding, % Inch 
Clear 
85.00 
80.00 
inch 100.00 
inch 125.00 
Clear Bungalow Siding, % Inch 

8 inch 160.00 155.00 125.00-130.00 

10 inch 185.00 180.00 160.00 

12 inch 190.00 185.00 1650.00 


Finish Bo onnd Btr. $2 or 48, 
® to 10 or Rough 


“RB” 
45.00 
55.00 
86.00 
85.00 


“x4 
¥%x5 
4x6 
%x8 


inch 
inch 


Ceiling or Flooring, B and Btr. 9-16’ 
B&Btr. 


1 116.00 95.00 
Discount on mouldings 620’ -20° odd 
lengths, 


Series 8,000 
ar under 4.00—list plus 35 per 


Listing 4.00 and over—list plus 85 
per cent. 


Clear Lattice, 5/16” x 1-3/4"—3' to 1%” 
100 lin. ft. 1.5 


Bold face 


tices. 


It is 


not be con- 


WESTERN PINES 


Ponderosa Pine 


5/4RW 


Selects 
28 or 48 4/4 RW 
C& Btr RL 
Shop. 828 
5/4 
6/4 
Commons, 82 or 48 
2&Btr 
ix 8 RL . 120,00 
1x12 RL .120.00 
Idaho White Pine 
Selects S2 or 48 
1x4 1x6 
& Btr RL 265.00. 265, 00 
et \ 
Commons, 82 
lx 6 
1x12 
Sugar Pine 
Selects 


or 48 . 
155.00 
184.00 


and 


f iRW 8/4RW 
. 250.01 25 


5.00 

No.1 
142.00 
142.00 


No. 3 


70.00 
70.00 


1x8 
265.00 


Oo, 
143.00 
149.00 


stings denote 


265.00 
No. 2 
110.00 
110.00 


No. 4 
58.00 
58.00 


1x10 
270,00 
240.00 

No. 3 
110.00 
110.00 


6/4 RW 


280.00 
275.00 
240.00 
No. 3 
80.00 
80.00 





OAK FLOORING 


Clone Pie 2% Nx1% 
rit 


55 ou 

Red 187,00 165.00 
Sel. Pintn 

White 170.00 

Red 175.0 
#1 Com, 
Pin. White 

& Red 160.00 
#2 Com. 

Pin. White 

& Red 110,00 
#1 Com, 


145.00 
150.00 


130.00 


70.00 


.110.00 80 00 


‘ag? 
177.00 
177.00 


167.00 


167.00 


145.00 


97.00 


F.0O.B,. Memphis mills 


%xl 


% 
162.00 
162.00 


125.00 


77.00 


97.00 





SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr. 
160.00 


Fiat Grain Flooring 


Drop Siding 


1x6 (Pat. #106) 150.00 
1x6 (Pat. #116) 150.00 


1x6 1x8 
95.00 100.00 
No. 2 . 70.00 72.00 
No, 3 - 95.00 
No. 1 Dimension 
12. 14 16 
85.00 86.00 88.00 
81.00 82.00 82.00 
84.00 84.00 84.00 
2x10 94.00 94.00 95.00 
2x12 100.00 100.00 100.00 
~~ . Dimension 
82.( 83.00 
79.00 
79.00 
83.00 
83.00 


No, 1 


60.00 


2x 4 
2x 6 
2x 8 


85.00 
80.00 
80.00 
83.00 
83.00 


ox é 
2x 8 
2x10 
2x12 


78 00 
78.00 
82.00 
82.00 


Cc 
150.00 


130.00 
160.00 


140,00 
140.00 


1x10 


89.00 
89.00 
89.00 
89.00 


No. 3 Dimension R/L Only 
2x 4 {FF -- eda 


2x 6 
2x 8 
2x10 
2x12 


D 
130.00 


$0.00 
120.00 


110.00 
110.00 


iB to 


75.00 
65.00 


20° 


98.00 
92.00 


91 00 


REDWOOD 


Bevel Siding 
Clear All Heart.. 
.x 6 V.G. Clear All Heart 

x 8 V.G. Clear All Heart 
%x 6 V.G. Clear All 
%x 8 V.G, Clear All 
4x10 V.G. Clear All 
“x 6 V.G. Clear All 
ux 8 V.G. Clear All 
%x10 V.G, Clear All 
“x12 V.G. Clear All Heart 


Note: A grade V.G. Redwood Siding 
$5.00 less for %, % and % in above sizes. 
Anzac Siding 


1x10 V.G. Clear All Heart 
1x12 V.G. Clear All Heart 


Note: Deduct $15.00 for 


90.00 
. 100.00 


~Ax 4 VG. 


A Grade. 


Fintsh 


Heart S48 
Heart S458 
Heart S48 
Heart S48 
Heart S48 


Note: A Grade 1x4, 1x8 deduct $10, 
1x6, 1%10 and 1x12 deduct $15. 


ix 4 Clear 
lx 6 Clear 
ix 8 Clear 
1x10 Clear 
1x12 Clear 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B&B. Cc 
: 140.00 


Flat Grain Floortng 
126.00 
160.00 


Drop Siding 
1x6 (Pat. 
1x6 (Pat. 


145.00 
145.00 


#106) 150.00 
#116) 150.00 


Ceiling —— 


.110- i20 106-116 


Boards and Shiplap 
2” (Dry) 


No, 1 
No. 2 
No, 3 


iz10 
Tho 
re 
50.00 n2.00 


No. 1 Dimenston 


12 14 lt is 
65.00 65.00 68.00 
65.00 66.00 68,00 
67.00 67.00 65.00 
2x10 65.00 67.00 65.00 
2x12 65.00 65.00 66.00 


No. 2 Dimenston 
c 61.00 
61.00 

63.00 


2x 4 
2x 6 
2x 8 


65.00 
65.00 
656.00 
65.00 


64.00 
61.00 
‘ 61.00 
61.00 63.00 61.00 
61.00 61.00 61.00 


No. 3 Dimenston K/t. nies 


64.00 
64.00 
61.00 
61.00 
61.00 


50.00 
49.00 





ENGELMANN SPRUCE 


Bonrds and Shiplap 

tdry) 

No 2&Btr.. 
No. 3&Btr. 


1x8 
108.00 
Thao 


IxtO 
108.00 
7.00 


x12 
115.00 
TH.00 


1Xe 
110.00 
75.00 
No. 1 Dimenston 

°°, 1 AL 

2x 4 67.50 vias 7. 67 £0 67.50 

2x 6 67.50 BTA 7. 50 67.40 

2x 8 67.50 57.6 b7.F h0 667.50 

2x10 67.50 7.5 7 .E 57.50 67.50 

2x12 67.50 7. 67.50 67.50 
No. *, Dimension 

2x 60.00 60 

2x é 60.50 60.5 

2x 8 59.50 

2x10 62.50 2.5 60.00 

2x12 89.50 59. 60.00 

(Boards graded No. 1, 
price: no price for straight 'No. 2. Mills 
do not grade out No. 3 dimension sep- 
arately as in fir.) 


60.00 
60.00 
59.00 


60.50 
64.50 
64.50 


59 












The High Cost of 
Forgetting 


Most of our day-to-day selling 
troubles are caused because we don't 
take time to remember what we have 
been taught .. . in books, by experi- 
ence, or through any other source 

There are few employes of lum- 
ber yards who have not acquired the 
necessary information in some way 
or other to enable them to complete 
successfully the jobs they undertake 
Trouble is the knowledge is not ap- 
plied. 

If we would remember what we 
have been taught, there would be 
fewer lost sales and _ unprofitable 
transactions. 

But that time probably will never 
come. Remembering, plus intensive 
application, is for the few. Most of 
us find it easier to forget even the 
simplest instructions. And as long 
as we continue to do so we shall 
have to pay the penalty of mediocre 
performance. 


. . « “Forgetting” is the barrier 
to successful selling in the lum- 
ber yard, on the road, or any- 
where else. 


Take Time to Remember 


The salesman who is up against 
tough competition too often forgets 
what he has read and heard about 
the rules of successful selling 
regardless of how simple they may 
be. And such rules are seldom com- 
plicated. From simple action comes 
potent results satisfied customers 
plus adequate profits, not only for 
the salesman but for the customer. 
Yet a checkup of unprofitable or un- 
satisfactory sales will reveal, in the 
vast majority of cases, that the fun- 
damentals of good salesmanship have 
been forgotten or, at least, not used. 


. +» Two things keep us from ap- 
plying the fundamentals of suc- 
cessful selling - - - one is fear 
and the other is laziness. 


Hew to Banish the Barriers 


Not many salesmen will admit they 
are afraid yet their approach to the 
whole question of price reveals clear- 
ly they are worrying about what 
someone else will quote. Price be- 
comes an obsession. No salesman will 
admit he is lazy. (Perhaps “lazy” 
may be too harsh a term.) Never- 
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tne:eéss we are inclined to cling to 
the traditional way of doing things 
because we don’t like to take the 
time or devote the necessary energy 
to learn how to do them some better 


way ... usually easier, too. But fear 
of price and the lazy way of doing 
things can be banished if only we wil! 
take time to remembe: 


- .+ Price is sixth or seventh in 
interest to most prospects. 


Remember to Forget 
... Price! 


The average salesman is far more 
price-minded than his _ prospective 
customers. 50% of our competition 
is in our own minds. Surveys show 
that customers are far more inter- 
ested in their satisfaction than in the 
lowest price. Such being the case 
they may fear that the low price 
may result in their dissatisfaction. 
Yet “price’’ has become the all-out 
topic of conversation in retail lum- 
ber yards of today ... Take time to 
remember that price doesn’t top the 
list in the minds of the ultimate con- 
sumers and that all successful indus- 
tries put the emphasis on satisfac- 
tory service rather than low price. 


° We often forget that the 
basis of all satisfactory business 
relationships is friendliness. 


Friendliness Is Replacing 
indifference 


A magazine reader protested re- 
cently because of the frequent use, 
in advertisements, of the phrase “See 
Your FRIENDLY Dealer.” It was 
his contention that most dealers are 
not friendly —-especially when they 
don't stock the item featured. Later 
it developed that it was the dealer’s 
organization, rather than the dealer 
himself, that was under fire. But 
regardless of who was to btlame, the 
fact remains that someone had for- 
gotten that friendliness is one of the 
most important ingredients in mod- 
ern retailing, just as has been the 
case down through the years. A de- 
cade of unprecedented demand has 
dwarfed its importance in the mind 
of the seller but not the ultimate 
consumer. He likes friendliness as 
well and looks for it constantlv 
When he finds it, someone has made 
a customer. Slowly but surely boom- 
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time indifference is giving way to 
friendliness. 


. . » What customers look for al- 
most more than anything else is 
helpful service. 


The More Help... 
The Less Competition 


No other business is more compli- 
cated to the average customer than 
building materials. Not many people 
know much about them or how to 
use them. They must depend on some- 
one else to supply the necessary in- 
formation. Consequently they are 
looking for help when they set out 
to buy a new room in the attic, cab- 
inets for the kitchen, reroofing the 
house, or any of the many activities 
that come under the heading of mod- 
ernizing and _ repairing. And, of 
course, this is even truer when it 
come to a new home or farm build- 
ings. They need help badly. When 
they find someone genuinely interest- 
ed in their satisfaction, price is sel 
dom a factor. 


...+ Take time to remember that 
profits come as a result of serv- 
ice rendered .. . the less service 
the smaller the profit. 


We Make Our Own 
Competition 


Here is one of the major reason: 
for much of the price competition in 
the retail lumber yard. A friend of 
ours who decided to do considerab! 
fixing up around the house visite 
three lumber yards and was told in 
each case to get a list of the mate- 
rials needed. They would then be 
able to quote him a price. Where 
could he get such a list? The an- 
swer was “see your contractor.” 

In each case the job of finding out 
what was needed was put in the 
hands of the contractor. It was up to 
the prospect to find one who wasn’t 
busy. 

None of the three dealers sold an: 
of the material because nothing has 
been bought up to the present time 
When the home owner finally locates 
someone to figure out what is needed, 
the three dealers will compete w’ 
each other on a price basis and the 
dealer who makes the sale will com- 
plain because he wasn't able to sell 
the materials at a satisfactory profit 
It is not difficult to understand why. 
























PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
Wate tet High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 





Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


Registered SUSANVILLE CALIFORNIA 
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TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


West COAST WOODS AND embeds 














McCloud Lumber Co. 


Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co, 
McCloud, Calif. 







Spraying by Plane 
Our Future Crop of Timber 


INSURANCE 


FOR YOUR FUTURE NEEDS OF 


@ HARDWOODS 
© WHITE PINE 
@ HEMLOCK 
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aanis amie MENOMINEE INDIAN MILLS 


Te) 3 a’. 1010) 8)-) PONDEROSA PINE 
SUGAR (Genu White) PINE 


DOUGLAS FIR, WHITE FIR Air-dried QUALITY LUMBER Kiln-dried 


Neopit, Wisconsin 
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Here’s What Paint Merchants Every- | 


where Are Saying About | 


ee 











From Waukegan, Illinois 


"Satone sales were excellent 
Ran completely out of-three 

colors with sales for the day 
rOing well over $200.00 


Silver Hardware Company 


From Akron, Ohio 







From South Bend, 











Indiana ' 
; ex \ . Kenmore Hardware 
* we \ |} From Gloucester, Massachusetts 
we ve "| Pub] acceptance of SATONE 
$6! 0 To prov + 1t Patter n-Sa 
Phe 2 | "hit the jackpot' when t 
ae “Ataranag produced thin teat tin 
. Charles J. Gray & Sons, Inc 
Ni eines is From Kansas City, Missouri 
j "Customer ore still comine in From Pittsburgh, Pennsylvania 
‘ with color cards in hand. And Big.?: irn ere and plenty 
From Schyler, Nebraska they're, ouying -Satone. S d f ndw face Sold ist 
Ne 1d fa very i ‘return jand gallons this morning." : f $1 worth >f paint 
gsoldcove $1 * f Mock & Craig Hardwore : ea 
paint An) fen h ) Beds sf f J A Smithfield Paint Corporation 
rid aw reriuy / From Providence, Rhode Asland t 


McNomara Hordware 


The Outlet Company 
From Philadelphia, Pennsylvania 


"Your plan pave me the best day' busine From Detroit, Michigan 
in the last three year | ie ay it work “a : emu { ny rratin and wrry ; 
and not .only for paint but everything else'," , . ' ‘ ‘ ale <— 





Tioga Paint Supply Company 





PNamalckt M@alelaeh- dela | 
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Available in Scores:of Decorator Colors 
for Walls, Woodwork and Ceilings! 





When. thousands of dyed-in-the-wool, 
hard-to-sell paint merchants enthusiasti 
cally accept.a product, you can bet 
your bottom dollar it's going places 
New colorful Alkyd SATONE has won 
that ereaa-Folielala-Melate, for good reason!” 
Free of objectionable paint odors, 
VII Nan Xold¥] 0} Ye] ol i-Melate MM olale-te Mi col ae lalcan alive) 
(o) Mako] a 200] oN Lalo] Mma -Yolal aml olfelel-1amolaeliiie 
. SATONE has been smashing dealer 
Yell SMa -Yetolgek: everywhere with fonasloPalare| 
consistency. Combined with a unique 
and thoroughly-tested sales plon that 
really works, SATONE Alkyd flat enamel 
offers a positive opportunity for increased 
sales... whopping profits 
Look into this fabulous SATONE story 
today! It's based on solid proof 


The Patterson-Sargent Company 


v ZN : 1325 East 38th Street 
A .} Cleveland 14, Ohio 





Witho:t any obligation whatsoever, I'd like further proof of 
SATONE performance. 


NAME 


, ————— ADDRESS 


CITY 























for any outdoor use - 
be sure ifs always 


EXTERIOR 


FIR PLYWOOD 


When you sell fir plywood for any use 
exposed to weather, water, or unusual 
moisture conditions — siding, soffits, 
boats, shower-stall backing, etc..-BE 
SURE IT’S EXTERIOR-TYPE, 
made with 100% waterproof glue. To 
help you sell the right plywood for the 
right job, send for free booklet ‘The 
Inside Story of Exterior Plywood’’. 
Dept. DE, Douglas Fir Plywood 
Association, Tacoma 2, Washington. 


Interior-type fir plywood, of course, 
is for all indoor and construction 
jobs — sheathing, paneling, built - ins. 


BE SURE! INSIST ON 
DFPA-INSPECTED 


Fir Pl d 
x ir Plywoo 


This registered EXT-DFPA trademark 
is your positive identification of fir 
plywood with 100% waterproof 
glue. Stock it for all outside jobs. 


Coll Right-and Soll More ! 


... and remember, you can't sell it if you don't stock it 
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(AA) 
(AB) 
(AC 

(AD) 
(AE) 
(AF) 
(AG) 


(AH) 
(Aj) 
(AK) 


(CJ) 


(CK) 
(Ch) 
(CN) 


Abacus, Ine 

Adair Lbr. Co., Jose ph A 

"Aetna Plywood & Veneer Co 
Allied Building Credit Ine, 
Aluminum Co. of America 68- 
American Lbr. & Treating Co... 


American Machine & Foundry 
Co., The 


Anaconda Copper Mining Co 
Angelus Wrought lLron 


Appalachian Har 


Barrett Div., Allied Chemical 
& Dye Corp 


Bemis Hardwood Lbr. Co 
Brown, D. D 
Brown & Co., In 


Bunyan Lbr. Co 


California Sugar & Western 
Pine Agency, Ine . 


Canadian Forest Products, Ltd. 
Chemold Co ee 
Cherry River Boom & Lbr. Co 
Chi-Namel Paint & Varnish Co 
Chicopee Mills Ine., Lumite Div 
Christian Lbr. Co 

Clark Equipment Ce 

Conkling Co., The Frank A 
Country Gentleman 

Crisp Lbr. Co., M. E 

Crossett Lbr. CC 


Curtis Lbr. Co 


Delta Power Tool Div., 
Rockwell Mfg. Co 


De Walt, Inc 

Dor-Set Corp., The 

Douglas Fir Plywood Assn 
Duncan Lbr. Co., Ine 


Durham Co., Donald 


Etling Window, The 


Farrin Lbr. Co., The M. B 


Hamer Lbr. Co., J. P 
Holt Hardwood Co 
Hivde Mfg. Co 


Infra Insulation, Ine 


Kimberly-Clark Corp 


Kimble Glass Co., Sub. of 
Owens-Illinois Glass Co 


Kirby Lumber Corp 
Klumb Lbr. Co., ©. E 


Kwikset Sales & Service Co 


(FB) 
(FC) 
(FD) 
(BL) 
(FE) 
(FF) 

(FG) 
(FH) 
(Fd) 

(FK) 
(Ft) 


Laboratory Equipment Corp. 


Leland Flushwood Door Co 


Macklanburg-Duncan Co 
McCloud Lbr. Co, 
McCracken & MeCall, Inc 
Menominee Indian Mills 
Morrill & Sturgeon Lbr. Co 


Moultile, Ine. 


Mowbray & Robinson Lbr. Co 


Mower Lbr. Co., The 


Ozark Oak Flooring Co., The. 


Pack River Sales Co 
Padgett-Smith Flooring Co 
Patterson-Sargent Co., The 62- 


Pullman Mfg. Corp 


R-B Co., The 
Ready Lbr. & Plywood Co 
Reynolds Metals Co 


Richmond Screw Anchor Co,, 
nec. ee 


Robbins Flooring Co 
Roseburg Lbr. Co 
Ruberoid Co., The 


Rusticraft Fence Co 


Sargent & Co 

Schubert Co., H. A 
Silbernagel, Geo, J 

Smith Lbr. Co., The Ralph L 
Soderberg Lbr. Co., Inc., Carl E 
Stanley Works, The 

Stanley Works, The 


Tannewitz Works 

Tarter, Webster & Johnson, Inc 
Twin Harbors Lbr. Co 

Tyler Co., Arthur F 


U.S.-Mengel Plywoods, Inc 


U.S. Plywood Corp 


Wales Lbr. C 

Wallace Mfg. Co 
Narner Mfg. Co 
Weather-Seal, Inc. 
Wendling-Nathan Co 
Western Lock Mfg. Co 
Western Wholesalers 
Wood Conversion Co 
Wood-Mosaic Co,, Ine 
Wood Products Co 
Woodall Industries, Inc 
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A NEW SERVICE 


F)R READERS! 


e Designed to save you time 
e To make it easy .or you to keep informed 


Now, you can obtain information about any PROD- 
UCTS ADVERTISED in American Lumberman & Build- 
ing Products Merchandiser or any product described 
in the “NEW PRODUCTS — NEW LITERATURE — NEW 
EQUIPMENT-—SALES AIDS” sections, without having to 
write a letter or even a postcard. All you have to do is 
to fill in a coupon. It’s easy. Merely mark the informa- 
tion you want and sign your name. 


FOR INFORMATION ABOUT 
“WHAT'S NEW” ITEMS — 


All you have to do is to circle on the “NEW PROD- 
UCTS - NEW LITERATURE” section of the coupon below 
the number which corresponds to the number at the 
end of each item in which you are interested. Then 
fill in remainder of coupon and mail. 


a 


Keep Informed on 
“WHAT'S NEW”! 


“WHAT'S NEW” ITEMS 


19 20 
37 3 


55 56 


ADVERTISED PRODUCTS 


Name _ 
Please Print) 


Company 


City 


FOR INFORMATION ABOUT 
ADVERTISED PRODUCTS — 


Note that each advertiser listed in the Advertiser's 
index on the opposite page has been assigned a code 
letter. This code letter appears in parentheses to the 
left of the Advertiser's Name. 

For information about any product or service adver- 
tised in this issue, circle the code letter assigned to 
that Advertiser in the space provided on the ADVER- 
TISED PRODUCTS inquiry section of the coupon below. 
Fill in your name, title, company and mailing address 
and mail the coupon to American Lumberman & 
Building Products Merchandiser. 

As soon as your coupon is received in our office, it 
will be processed promptly and your requests for in- 
formation will be rushed to the Advertiser or manu- 
facturer of the “What's New” item. 

Take advantage of this new service today! 


Use the BLANK BELOW to obtain: 


“WHAT'S NEW” PRODUCT INFORMATION: 

Circle the code number on the coupon below which corresponds 
to the number listed at the end of that specific “WHAT'S NEW 
item. 


ADVERTISED PRODUCT INFORMATION: 
Check the Advertiser's Index for advertisement’s code letter. 
Then circle the code letter on the coupon below. 


21 22 23 #24 «25 
39 40 41 42 «43 


57 58 59 60 61 


AL AN AO 
BK BL BN 80 
cK cl CN CO 
DK Di ON DO 
EK EL EN EO 
FK FL FN FO 
GK Gl GN GO 


__. Position 


_Address 


State 





Mail This Coupon to American Lumberman & Building Products Merchandiser TODAY! 
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New Removable Window 


Dierks Lumber and Coal Co. is 
producing a new balanced and 
weatherstripped, removable win- 
dow unit. Manufactured from kiln- 
dried soft pine and treated with 
Woodlife preservative, the unit 
makes use of built-in sash balanc- 
ing mechanism. The weatherstrip- 
ping is extruded aluminum run- 
ning the entire length of the sash; 
the edges are folded over to main- 
tain spring tension and assure a 
tight seal. 


To allow for the removal of 
either sash, one side of the win- 
dow has a built-in floating jamb, 
containing coil springs and foam 
rubber running the length of the 
jamb. The springs and the foam 
rubber hold the sash firmly in po- 
sition. 

The removable window 
comes with glazed sash and 
knocked down frame. They are 
available in all modular sizes of 
standard designs and for variable 
wall thicknesses. 


For more data circle No. 1 on coupon, p. 65 


unit 


Door Jamb Edging Trim 
JambeX—door jamb edging trim 
made by the BeadeX Co. — is a 
ready made precision fitting for 
around door and window openings. 
Installing the trim cuts time and 
labor costs. They are cleaner and 
of more modern design. Slipped 
into a 5%” slot sawed in the jamb 
stock, the trim corrects all vari- 
ance in drywall framing lumber. 
With the trim cemented in the slot, 
the wall is rigidly bonded to the 
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PRODUCTS 


jamb and will withstand all jars 
and shocks of constant use. With 
it wallboard can be keyed into door 
and window jambs making them 
integral parts of walls with full 
rigidity and strength. 


For more data circle No. 2 on coupon, p. 65 


Two-note Chime 


A new two-note door chime is 
offered by NuTone, Inc. This door 
chime, Model K-13 “Modern,” is of 
contemporary design. A reversible 
red and gold plate brightens the 
grilled front. This plate may also 
be painted to suit the customer’s 
taste. Measures 414”x614.”x2”, 


For more data circle No. 3 on coupon, p. 65 


Ventilators for Paneled Walls 


Brown Industries’ ventilators 
are designed to allow. trapped 
moisture in walls to escape and 
thus protect the paneling. They 
are made of plastic and fitting flush 
with the surface, they have the ap- 
pearance of additional knots when 


used in knotty pine and blend with 
other wood finishes. 


They are installed in either new 
construction or existing walls by 
merely drilling a *,” hole and tap- 
ping in place. The number required 
and their location will depend on 
the construcion and whether the 
furring strips run vertical or hori- 
zontal. They should be located so 
as to provide complete ventilation 
between each pair of furring strips. 
Other suggested uses are—under- 
sides of cornices and closets. 


For more data circle No. 4 on couppn, p. 65 


Drill Kit Hangs on Wall 


The new Black & Decker Co. 
utility 4,” deluxe drill kit features 
“knock-out” holes so that the kit 
can be hung on the basement or 
utility room wall. The new feature 
is designed to leave more room on 
home workshop benches and keep 
tools out of reach of small chil- 
dren. 

The new kit contains a power- 
ful 1,” drill and a wide range of 
accessories for drilling and sand- 
ing in wood or metal, grinding, 
cleaning, burnishing and paint mix- 
ing. Included in the fitted steel kit 
box are a horizontal drill stand for 
bench work, 13 twist drill bits, 4” 
wire wheel brush, wheel arbor and 
paint mixer. 


For more data circle No. 5 on coupon, p. 65 


New Roller Painting Kit 
Featured in Fall Promotions 
The Wooster Brush Company 


presents a complete all-purpose 
roller painting kit for home decor- 


September 21, 1953, AMERICAN LUMBERMAN & 








ator use. 

The Wooster Fabric “X”’ painting 
kit consists of four pieces, includ- 
ing a metal tray, a 7” paint roller, 
a novel corner trimmer roller and 
an angular sash brush for paint- 
ing woodwork. 


For more data cirele No. 6 on coupen, p. 65 


ea * re 
Sete Salhi : ae ee 
Sweep-In for Kitchens 


The Sweep-In Box, made by Al- 
son Products Co., can be mounted 
in the kitchen floor to receive 


(continued on page 70) 
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What + YOUR Ramer’ - a FREE GUESSING CONTEST! 

© paraphrase an old adage, ‘Knowledge 
eet” Wie at cn Ge faaden HOW MUCH KIMSUL INSULATION 
Lumberman’s quiz, “What's YOUR Answer,” IN THIS CAR 2 
as a continuing personnel training program 
for your employes? Here’s a sure-fire method 
to keep your employes informed about new 
ideas and late developments in the fast- 
changing building materials business. The 
price is almost unbelieveably low—$1.50 a 
year when more than five magazine svb- | new KIMSUL Fall Promotion Program. Easy to promote, 
scriptions are purchased at one time. : . ‘ : ; 

* Wen death cents teen tn ete | this pre-tested sales stimulant will create mounting in- 
a letter to get additional informe- | terest in KIMSUL, and other items in your “Do it Your- 
tion on new products or advertise- | self” Self-Selling Center. 
ments in the American Lumber- 
man. Why is thin poamieie: A GREAT KIMSUL Get your Fall Promotion Program brochure 

2. A hunter takes a bead on a | ee pay 8 
partridge flying across the adver- | FALL PROMOTION now! New sales-building contests, window dis- 
tisement of what flush door com- | PROGRAM CAN MAKE plays, promotion ideas, and floor display plans 
pany? >) ...all designed to help you profit from the 

3. What is the break-even point | YOUR STORE 7 tremendous “Do It Yourself” business. 
for your fiscal year? By. Mail the coupon below for complete details 
4. Advertisement of the Appa- | HEADQUARTERS FOR 


; z m of the KimsuL Auto Load Guessing Contest as 
lachian Hardwood Manufacturers, | “do it “es: © wellas the Fall Promotion Program. Get details, 
Ine. one cee = too, for building your own “Do It Yourself” 
you can buy the hardwoods? ; PCI Can ees 

5. How did the burning of a | BUSINESS! JR Self-Selling Center. 
Chicago suburb’s fire house put a | 
flame under dealers’ do-it-yourself | = 
sales? pee A Product of 

6. What logging-lumber com- | 
pany of Wisconsin features a pic- 


| o . Kimberly- 
ture of a forest spray plane in ac- | va 























This is another great traflic and sales builder from the 


tion in its advertisement? 


7. How much did one fork lift | a Clark 
truck save yearly for Stiles Lum- a 
ber, Inc., of Grand Rapids, Mich.? | eS 
. 2 cliies coped. coh..0 (See ee : 
gun-like mechanism for its appli- 
cation are featured in a double- 
truck ad of what firm? 
9. The high cost of what is fea- 
tured in the Merchandising Clinic? 
10. What manufacturer of fork 
trucks asks you to “utilize your air 
rights and cut storage costs’? 
Answers on page 80 


RUSH details on the KimsuL Auto-Load Guessing Contest, as 
well as the kimsut Fall Promotion Program. Also send infor- 
mation on a KimsuL “Do It Yourself™ Self-Selling Center. 


Store Name 


Individual’s Name Address 


City os ; see ee ___.. State 
(Mail to Kimberly-Clark, Neenah, Wisconsin) 


ree See ee 
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Cpe, Stans 
just 


happen ! 

















...but you can prevent 


ry SCREEN STAIN 





SCREENING MADE FROM ““vhicr 
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On television—in leading magazines—right through your 
screen-selling seasons—Alcoa ads will be using human- 
interest “stoppers” to give your customers the NON-- PLACE YOUR ORDER NOW! 
STAINING story—the story that will sell more screening 

— ¢ , Display ALUMINUM Screening! 
for you, help you ring up extra profits! Aluminum Company 
of America, 1920-J Alcoa Building, Pittsburgh 19, Pa. 


Feature the ALCOA Label! 


Tough, long-lasting screen wire of 
Alcoa® Alclad Aluminum meets 
Federal specifications. It is woven 


Al Coe : to the most rigid standards of 


© quality by these leading screen 


@ 
Aluminum i 


Alabama Wire Co., Inc. 





American Wire Fabrics Corp. 
ALUMINUM COMPANY OF AMERICA Chase Brass & Copper Co. 
Clinton Wire Cloth Co. 


Cyclone Fence Division 
(American Steel & Wire Co.) 


Dixie Screen & Wire Products Co. 
Gilbert & Bennett Mfg. Co. 


Hanover Wire Cloth Div. 
(Continental Copper & Steel Industries, Inc.) 


Heilig Bros. Co., Inc. 

The C. O. Jelliff Mfg. Company 
Keystone Wire Cloth Co. 
New York Wire Cloth Co. 

Pacific Wire Products Co., Inc. 
Pennwoven, Inc. 
Phifer Aluminum Screen Company 


Reynolds Wire Division 
(National-Standard Co.) 


Southern Aluminum Cloth Company, Inc 
Spargo Wire Company, inc. 
Standard Wire Cloth & Screen Co. 
Wickwire Brothers, inc. 





— 


= 


i 
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NEW PRODUCTS 


(begins on page 66) 


sweepings. One model contains a 
liftout box; the other is fitted with 
a chute and bag for homes with 
basements. 
and closes with pressure of the foot 
or broom. 


For more data circle 


The 
yourself 


Safety cover opens 








No. 7 on coupon, p. 65 





Prepackaged Sheet Metal 


requirements of the do-it- 


home-owner for’ sheet 


for various uses are now 
by 
Eraydo Alloy sheets in a prepack- 
iged roll for over-the-counter sale 


Illinois Zine Company’s 


tempered white metal 
is produced from high 


grade zincs, alloyed with copper. It 
will not rust, solders readily and 
cuts and forms easily with tools 
found in the average home work- 
shop. Soldering instructions are in- 
cluded in each package. 

Some of the uses for this pre- 
packaged metal are: repairs for 
roofs, gutters, walls, window flash- 
ing, painting guides, metal pat- 
terns, shims, garden and plant la- 
bels, linings for bins, flower and 
sand boxes, drip and splash pans, 
rat proofing, etc. 
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LUMBERMEN 


since 1GI2 


¢ substantial cash dividends 
* trained engineers 


e more than 80 branch claim offices 


in U. S. and Canada 


Opereting in New York stote as (Americon) Lumbermens Mutve! Cosvolty Compony of Illinois 
jomes S. Kemper, cheirmon HG. Kemper, president ¢ Mutual insurence Building, Chicoge 40 
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Knock-Down Fan Blade 
And Baffle 


A new do-it-yourself product is 
the knock-down fan blade and baf- 
fle outfit, complete with all assem- 
bly parts except motor, introduced 
by the S. J. Stewart Electric Co. 

The outfit consists of a 30” baffle 
halved for packing, four blades 
which make a 30” diameter fan 
when bolted to spider, two bear- 
ings, steel pulley, hexagon wrench, 
steel shaft, 12 oval head bolts, one 
spider, one vee belt, steel pulley 
with 234x'% bore, and set of illus- 
trated instructions. 
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Spring Sash Balance 


Pullman Manufacturing Com- 
pany has brought out a _ simple 
adaptation of its regular unit sash 
balance which eliminates need for 
pulling the window frame apart 
when repairs are in order. Called 
the “Lifetime” Sash Balance, the 
only tools needed for its installa- 
tion are a hammer and screwdriver 

sometimes a chisel. 

Installing the new balance is sim- 
ple. All the householder does is to 
remove the old sash pulley and re- 
place it with a Lifetime balance. 
Then he fastens an adapter to the 
sash and hooks on the steel tape 
from the balance. 
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INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 


An Experienced Lumber Service 
That Knows the Producer's ?rob- 
lems and the Buyer's Needs. 


Enclose-A-Porch Kit 


According to the manufacturer, 
any home owner can install the 
new R-V-Lite Enclose-A-Room Kit 
recently marketed by Arvey Corp., 
Chicago. The kit contains enough 
plastic glazing material, wood 
strips and rustproof tacking nails 
to enclose the average sun porch 
or patio. Easy-to-follow directions 
for installation are included. The 
R-V-Lite plastic glazing material 
has the same insulating qualities 
as glass, yet requires no expensive 
framing, carpenter skill or glazing 
experience to install. 
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New Enclosure Window 


The Angel Novelty Company’s 
new awning type enclosure window 
is called the Breezemaster. Ideal 
for breezeways and_ enclosing 
porches, the units are made with 
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' installed permanently. Frames and tifically designed |. je propelled 
| sash are of clear Ponderosa pine by a forceful floatin.- ower motor, 
: throughout. engineered for effic cy and quiet 
4 For more data circle No. 12 on coupon, p. 65 operation. . 
Motor specificatio 110 volts, 
q aw 60/50 cycles, 100 waits. Discharge 
: ve rating: 350 CFM. free air, 800 
z CFM. Marvin Mfg. Co. 
| For more data cirele No. 11 on coupon, p. 65 
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METAL RASEBOARD 
} | Tht} 4" 
t } 
' 
| 
lt 
Easy-Turning 
METAL TRIM Pulleys 
Noiseless, er 1 aia 
Packaged Door Frames stoinless steel axles ond 
: Stanley quality con- 
} The Kewanee Manufacturing Co. struction. Deep-grooved 
: has reeently introduced three new — oo 
i metal products: steel door frames, 
; matching baseboard and metal S Dri Disp! helf 
y, trim. Flush with the wall, all dust- | ¢few Driver Display She 











from one to four sashes each. Units 
come in three widths: 2’, 2’8” and 
3’. Each sash operates indepen- 
dently and the aluminum screen is 

















catching projections around doors, 
windows and other openings are 
eliminated. 

Installation is quick and easy. 
All sawing, corner-mitering, fill- 
ing of nail holes and the use of 
wood plaster grounds necessary 
with other methods is eliminated. 
The room is ready for decorating 
when the plasterer finishes. Can be 
used equally as well with drywall 
construction. Made of galvanized 
bonderized steel for perfect paint 
adhesion and resistance to rust and 
corrosion. 
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cage blower and axial flow 
blade are combined 1 the new 
Marco V8 Fan. Max: m air move- 
ment is accomplish | by a scien- 





Made of wood, 11” x 33,” x 
7/16” thick, the rear edge of this 
shelf is equipped with two hooks, 
while the front edge has attached 
to it a metal slot for holding the 
inserted price strip. Two rust-re- 
sistant metal brackets come with 
each Vari-Board shelf for mount- 
ing. The shelf itself has rows of 
holes for accommodating the vari- 
ous assortments of screw drivers. 

There are 16 different types of 
Vari-Board Shelves for accommo- 
dating a complete variety of screw 
drivers, nut drivers or wood 
chisels. Vaco Products Co. 
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Sturdy Hooks 
Mode of wrought steel with 
heovy steel hoaks rigidly tested 
for strength. Mook welded to 
base of fixed type. Ideal for 
clotheslines, hammocks, etc. 






Dependable 


“Pull-Tite” Line Clamps 

Tighten with a pull on the end of the 
line and it holds securely until plunger 
is released. This popular Stanley clamp 

is perfect for tightening clotheslines, 
tennis and volley ball nets, or tent lines 
using No. 8 or 10 cords. 





Here's a team of fast- 


moving hardware that 

will be a real tonic for 

Spring sales. Stock it 

now. And stock a sup- 

° ply of the colorful 

0 HAY ing folders describing this 
popular line. Imprinted 


at no cost, it desired. 
The Stanley Works, New Britain, Conn. 








Remember, customers 
know and buy Stanley 
quality. 











Sand Blast, Air Cleaning Gun 

The new C. A. Roesch and Co. 
triple-purpose sand blast, liquid 
(continued on page 72) 


[ STANLEY ] 


Reg. U.S. Pat. Off. 


HARDWARE * TOOLS ©* ELECTRIC TOOLS 
STEEL STRAPPING °* STEEL 











Marco V8 Ventilating Fan 
The best features of the squirrel 
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NEW PRODUCTS 


(begins on page 66) 


and air-cleaning gun is named 
Carco. It cleans small parts and 
surfaces with sand, liquid or air. 
It operates on air pressures of 75 
lbs. and up. 

The gun has a light, strong, dur- 
able metal body; a precision built 
valve and trigger assembly and it 
is equipped with a hardened steel 
jet and nozzle. The kit contains 
the gun, three extra hardened steel 
nozzles, extra hardened steel jet, 
a glass sand container with cap, 


machined brass fittings, a 3’ rubber 
hose and a wrench for removing 
and installing the jet. It can be 
used for cleaning spark plugs, re- 
moving paint and rust, removing 
carbon, cleaning welds, cleaning 
radiators, cleaning corroded parts, 
art work on glass, etc. 
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Colorbestos Released 


Colorbestos, new exterior siding 
for homes, has been released for 
general sale, according to Johns- 
Manville Corporation. Colorbestos 





DISTR; 
BUTORS AND DEALERS WAN 
TED: 


E> (rite for deteilo toon! 


ABACUS, INC. MERCHANDISE MART, CHICAGO 54, ILL. 


FOR NEW PIN-UP soarD 
PERFORATED HARDBOARD PANELS 
AND PIN-UP Fixtures 

AND ACCESSORIES... 


Here is an unusual opportunity to profit 
by the rapidly growing demand for 
perforated hardboard panels used in 
homes, stores, offices and shops across 
the country. Pin-Up Board is available 
in Ye" and %” tempered hardboard 
in a number of stock sizes, Xe" holes 
on 1” centers. Pin-Up Fixtures and 
accessories, d 





ig d by a oi lly 
famous Product designer, permit 

unlimited hanging arrangements, are 
easily interchangeable without use of tools. 
Fixtures come in a handsome, modern 
black wrought iron finish. 











Phones: 86-8747 ~- 5-119) 





BRAZILIAN PARANA 


Air or Kiln Dried, Rough or Surfaced Two or Four Sides, Random 
or Stock Widths, Random Eight to Eighteen Foot or Special Lengths 


Kiln Dried Worked to Pattern Mouldings, 
Paneling, Casing, Base and Jambs 


CAR OR TRUCK LOADS—Quotations on receipt of your specifications 


THE FRANK A. CONKLING COMPANY 


Memphis 3, Tennessee 
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is a large-size asbestos - cement 
sheet for exterior siding in which 
both color and pattern have been 
incorporated. It comes in seven 
colors. The random-ribbed pattern 
is bold. The sheets are 32” wide by 
96” long by 3/16” thick. For nail- 
ing, prepunched holes are provided 
down the long sides and center. 
The holes are arranged to accom- 
modate modular stud spacing of 
16” on center. Thus, nails can be 
driven directly into the studs, a 
feature that is particularly valu- 
able when no-wood sheathing is 
used. 

Colorbestos is shipped in bulk, 
wired to non-returnable wooden 
pallets. The weight of Colorbestos 
is approximately 170 lbs. per 
square or 36 lbs. per full size sheet. 
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Educational Tool Set 


The Peck, Stow & Wilcox Co. 
has announced availability of their 
No. 10 junior Me-Kan-Ik education- 
al set of tools. Each kit contains 
six tools: nail hammer, screwdriv- 
er, wrench set, combination pliers, 
measuring square and metal cut- 
ting snip. Each set weighs 5!, 
pounds. 
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New Painting Gadget 


Available to home decorators is 
a device which eliminates the mess 
of scraping or wiping-up when 
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painting window sash, frames, 
basebards, moldings and similar 
tricky spots. The Sashie, a product 
of McBell Enterprises, Inc.,. also 
eliminates fussing with masking 
tape or paint shields, or arduous 
afterscraping of paint and varnish 
from glass with a razor. 

This painting gadget is com- 
prised of a small plush pad at- 
tached to a plastic handle which 
enables it to be drawn effortlessly 
over the exact surface to be coated. 
A special feature is a guard blade 
on the plastic head. When this is 
placed against glass or any other 
surface, the paint is prevented from 
smearing or spattering over. Paint 
is applied to the plush pad by dip- 
ping lightly into a shallow contain- 
er. Turpentine is used to clean for 
continuous reuse. 
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New Wall Panel 


The Tylac Co. announces the in- 
troduction of a new prefinished 
wall panel to be added to the Tylac 
line. 

Called Tylatone, it brings a new 
pattern to the prefinished wall 
panel industry. It is furnished in 
four colors: green, gray, yellow 
and blue. Each has a faint white 


marbled pattern ru 








PACKAGED 
FASF-MOVING 


BROWN’'S 


SUPERCEDAR 


Gusrentecd 90% Red Heart-100% Oil Content 


Our national advertising annually produces thous- 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Here is an active 
market for cedar closet lining. Brown's SUPER- 
CEDAR is a fast-moving, 
protitable item and is 
produced by the largest 
and oldest experts in 
the business. Sold only 
through leading jobbers 
and millwork distribu- 
tors 





Write for Builders Folder and Consumer Booklet 





PRODUCT OF 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N.C. 


Established 1866 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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ig through- 
le scored in 
in Muralac 


out. Tylatone is av: 
realistic tile squar 


with horizontal s oe lines 16” 
‘ored panels. 


apart or in plain, 1 














It has a durable, lustrous baked 
enamel finish that may be wiped 
clean with a damp cloth in a mat- 
ter of seconds. It will not crack, 
craze or peel and the color and pat- 
tern will not rub off even after 
excessive wear. 
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Home Boundary Fencing 


Aimed at providing new home 
owners with a substantial boundary 
fence, Gilbert & Bennett, maker 
of wire fabrics, has announced a 
modernized welded fence. Home 
owners can erect it themselves for 
extra savings because it can be 
hung in place without stretching. 

This fence has hot cip galvanized 
finish—-a long life feature. 

Tt is super-speed welded on the 
fly without stopping and stream- 











minimum 


minimum 


finishing 


Ask the man who does the work what 


he prefers in flooring. You can bet that 
Ozark Oak Flooring meets his every 
specification! 


Favorite of carpenters and contractors 
for many years, Ozark Oak Flooring is 
produced from fine quality, Missouri 
altitude-grown oak stock. It’s extremely 
durable, yet takes minimum finished in- 





stallation time because it requires little 
sanding and finishing for lifetime beauty. | 


Properly seasoned in Moore Cross-Circu- 
lation Kilns, Ozark Flooring is accurately 
milled on modern machines and expertly 
graded in accordance with NOFMA 
grading rules. You'll find your custom- 
ers will like and reorder this fine floor- 
ing. Make your next car Ozark Brand! 





@* 


Ozark Oak Flooring is carefully bun 


“FINE FLOORING 
SINCE 1927” 


died for safe arrival, easy handling 
Send us your inquiries 








lined hot dip galvanizing unit uni- 
formly cleans, fluxes, galvanizes 
and tightwinds finished rolls in one 
continuous operation. Specifica- 
tions: Uniform 2”x2°%.” welded 
mesh of 16 gauge wire with heavy 
hot dip finish. Widths: 24”, 36”, 
an”, @’; ta 
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BISMARCK, 
MISSOURI 


SALES AIDS 


Pocket-Size Color Harmonizer 


Color Harmonizer is the name of 
a new pocket-size color harmony 
book being issued by The Sherwin- 
Williams Co. Now available to pro- 
fessional painters from the firm’s 
representatives, the spiral bound 
volume shows hundreds of new 
go-together colors at a glance. It is 
aimed at making choice of colors 
and color combinations for homes, 
schools, offices, hotels, etc., quick 
and easy. 

The Color Harmonizer uses 100 
full page sheets of color and a win- 
dow arrangement to bring correct 
three-color harmonies into view. 
Thus, the painter can provide his 
clients with helpful decorating ad- 
vice and avoid many of the time- 
consuming debates about “what 
color goes with what.” 
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Premiums for Painters 


An incentive program involving 
premiums is part of the “101 Sure 
Fire Ideas” promotion recently an- 
nounced by Archer-Daniels-Mid- 
land Co. to build business for the 
retail outlet. 

A booklet, jam-packed with sales 
ideas, is distributed to painters by 
dealers, A _ special merchandise 
sheet included with the booklet 
calls attention to the premium plan 
built around watches for men and 
ladies, pen and pencil sets and a 
50-piece silverware set. 

Painters can receive the premi- 
ums for as much as 80% less than 
normal retail value by checking the 
coupon included on the sheet. For 
each value he must buy five gallons 
of the dealer’s paint and five gal- 
lions of Archer Pol-mer-ik Linseed 
Oil. The dealer then certifies that 
the purchase was made with no in- 
vestment on his part. The painter 
sends the coupon directly to ADM 
and the premiums are mailed to 
him. The entire promotion which 
includes the salesmanship booklets, 


74 


check charts, door hangers and 
other sales-building tools is avail- 
able to dealers. 
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Week-End Decorator Plan 


A “paint merchandising machine”’ 
is how the Archer-Daniels-Midland 
Co. describes the display material 
it is offering to paint dealers as 
part of the Week-End Decorator 
promotion. 

The firm, which supplies paint 
manufacturers and distributors 
with some of the ingredients of 
paint, has organized the campaign 
to boost sales of all brands of 
paint. For $4.19 it provides, via 
paint manufacturers, a _ colorful 
Week-End Decorator canopy with 
generous room for displaying paint 
and paint accessories. 

In addition to the corner stand, 
the program includes posters and 
banners to turn any paint store 
into a headquarters for the drive. 
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New Baker Sales Aid 


Sales action plan of the Baker 
Co., Inc., combines giving away of a 
new 24-page illustrated booklet, 
“How to Do a Good Paint Job,” to 
every customer bringing in the full- 
color postal card sent to him by the 
dealer. 

Containing more than 70 here’s- 
the-way-to-do-it illustrations, the 
booklet not only shows how to 
paint like an expert, but gives in- 
side information on many timely 
topics such as: why a good brush 
does a better paint job; how to 
choose the right paint brush; what 
size brush to use; how to condition 
brushes before using, and what to 
do before starting to paint. 

Interesting, informative and hint- 
packed with professional “tricks of 
the trade,” the booklet helps draw 
people to dealers’ stores. 
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September 


Panelyte Sales Aids 


The Panelyte Division of St. Reg- 
is Paper Co. announces that it is 
making available without charge 
to all its dealers a comprehensive 
package of sales aids for the new 
heavier 1/10” do-it-yourself Pan- 
elyte laminated plastic. 

These sales tools include a do- 
it-yourself booklet which gives de- 
tailed instructions for the appli- 
cation of Panelyte in kitchens and 
bathrooms. The new Panelyte re- 
quires only a few basic hand or 
power tools to install. The do-it- 
yourself booklet gives detailed in- 
structions for these and other ap- 
plications. 

Other Panelyte sales aids for 
dealers: Panelyte samples, adver- 
tising mats, streamers, decals, con- 
sumer folders showing installation, 
envelope stuffers, radio and tele- 
vision commercial material and 
sales manuals. Display panels and 
cut-away models of sink top in- 
stallations are also available. 
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Three-Dimensional Display 


To tie in with its consumer ad- 
vertising program for new R-V- 
Lite Enclose-A-Porch kits, Arvey 
Corporation is offering a three-di- 


mensional display. Use of actual 
R-V-Lite in a miniature, three- 
dimensional sun porch creates an 
effective point-of-sale display. Built 
against a vertical panel brilliant- 
ly printed to catch customer atten- 
tion, the porch enclosure is a self- 
demonstrator. Within its railing- 
enclosed sun deck, consumer liter- 
ature is stacked for easy pick-up 
by customers. Overall measure- 
ments are 15”x22”10” deep. 

It is simple and quick to open 
and set up. Each display is shipped 
with a supply of consumer litera- 
ture. A special requisition card, 
packed in each kit permits the 
dealer to obtain this attractive sell- 
ing help free of charge. 
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EVERY ITEM ON THIS 
NEW HYDE UNIT SELLS 
yi FAST AND GIVES YOU 
A FULL 40% PROFIT 


i 






903 Features 


BLUE DIAMOND 
SHATTER-PROOF 
SEAMLESS PLASTIC 
HANDLE PUTTY 
KNIVES & SCRAPERS 
WOOD SGRAPERS 
COLORED 

GLASS CUTTERS 
RAZOR BLADE 
SCRAPERS 












ORDER 
FROM 
YOUR 
JOBBER 





INCREASE 


YOUR FIX-UP 

PAINT-UP WRITE FOR 

SALES! NEW 
CATALOG 






MANUFACTURING CO., SOUTHBRIDGE, MASS., U.S. A. 


HOME REPAIR AND PROFESSIONAL TOOLS SINCE 1875 














Ready Lumber & Plywood Co. | 


3903 University Way — EVergreen 2400 — Seattle 5, Wash. 


PLYWOOD 


ROTARY CUT MAHOGANY 
RIBBON GRAIN MAHOGANY 
SEN WOOD + SHINA = _— BIRCH 
DOOR PANELS 





















AUTOMATIC 
GAUGE 


TANNEWITZ 


for Swing Saws 


‘S NV E J $30 to $50 A MONTH 
IN LUMBER AND LABOR 














30 Days Free Trial 


ORDER NOW OR SEND FOR 
CIRCULAR 


aagaser WORKS 


GRAND RAPIDS 
MICHIGAN 
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There’s a Houseful of 


Profit Possibilities 









There are almost limitless 
uses for perforated board around the 
house. Limitless uses mean limitless 
profit possibilities for you. People are 
asking for perforated board by name 
these days and most of them are nam- 
ing PERPORALL. This consistent de- 
mand and the new low prices for PER- 
PORALL add up to more money for 
you. You'll profit, too, by Woodall’s 
coast-to-coast. manufacturing facilities 
and nationwide distribution. Stock and 
display popular PERFORALL for a 
houseful of profit possibilities. 































HANDY-HOOKS 





Write for complete details, liter- 

ature, prices and the name of 
Col: ib your Perforall distributor. 

al 


Woovart [nvoustamies Inc. 


7563 East McNichols Road 
Detroit 34, Michigan 










PULL IN THOSE 
REMODELING 
JOBS 


with louvered inte- 
rior shutters, and 
sliding, swinging, 
or folding doors. 














Space-saving sliding doors are in the forefront of modern de 
| sign. Making them louvered adds beauty, 


light to dull the diligence of any moth. 


ventilation, and enough 





Louvered folding doors add unobtrusive dignity and privacy be 
tween living room and dining area—so often not really separated 
n today’s homes. A louvered swinging door into the kitchen not 4 
only adds a graceful touch, but lets the “shadow of coming 


events” forestall those occasional collisions 


louvers, shut out 
—-while air and 


I ouvered interior shutters, with movable 


sun, heat, and prying eyes at an instant’s choice- 


oolness stay. 





Write for our FREI 





Bulletin AL, 


and price list 





| Arthur Pap 


“TYLER ¢ 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill con- 
tacts, knowledge of mill's specialties, resources, 
manufacturing and shipping facilities and a 
thorough understanding of buyer's require- 
ments, the leading Western Wholesalers below 
can help you toke the worry out of your lum- 
ber buying. Tell them your needs. Let them 
supply your complete requirements. 





564 Market St., San Francisco 4, Calif. 


iat 





Joseph A. Adair Lumber Co. 


520 S$. W. Sixth Avenue 
Portland 4, Oregon 





Carl E. Soderberg Lbr. Co., Inc. 
1120 Old Not’l Bk. Bldg., Spokane 8, Wash. 


PINE SPECIALISTS 
TEmple 1448 Teletype SP-175 





CURTIS LUMBER COMPANY 


700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PDS72 





Duncan Lumber Co., Inc. 
818 Securities Bidg., Seattle 1, Wash. 
Specializing In Fir Gutter, off sizes and patterns 





Morrill & Sturgeon 


Lumber Co. a 
YEON BLDG., PORTLAND, ORE. 





WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 


SPOKANE - - - WASHINGTON 
Our 32nd Year 
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NEW Xe LITERATURE 


Harloc Products Corp., manufac- 
turers of the Pacemaker pre-assem- 
bled precision built builders hard- 
ware, now have available a colorful 
new folder (envelope stuffffer size) 
on their Shelton Key-in-Knob set. 
Complete information and specifica- 
tions on both merchanical features 
and simplified installations have been 
.ncluded. 
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A new, customer-aimed, four-color 
folder on the Warren Webster and 
Company’s baseboard heating unit 
has recently been released, The pam- 
phlet shows how the Tru-Perimete 
heating units look installed in vari- 
ous rooms. It discusses installation 
in existing homes and in new homes 

including low-cost, project units. 
Cut-away drawings show the con- 
struction details and how inside ar#¢ 
outside corners are engineered for 
eye-appeal. 
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A 40-page illustrated booklet en- 
titled “Easy Ways to Sell Black & 
Decker Utility Portable Electric 
Tools” has been published. It is de- 
signed to educate dealers and their 
sales personnel how to increase their 
power tool business through good 
sales procedure. 

This “how to” sales manual points 
out that the booming do-it-yourself 
market makes everyone a prospect 
It emphasizes that the _ successful 
salesman will find out his customer's 
needs and sell him the type of tool 
that will meet those needs. 
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Signode Steel Strapping Co. fol- 
lowing a survey of 35,000 customers, 
has released a folder entitled “Six 
Basic Ways of Unitizing.” Designed 
to help fork lift truck operators and 
owners with handling problems, the 
folder describes how products can be 
unitized for easier handling. 

The pamphlet discusses unitizing 
containers on wooden pallets; pallet- 
izing—-with jigs to hold shape; self- 
palletizing rigid material; pallet 
packs to eliminate multiple  ship- 
ments; unit bundling hard-to-package 
items; and palletizing § difficult-to- 
protect surfaces and corners agains‘ 
injury. 
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Proof that the six primary divi- 
dends of electric typing can be real- 
ized for as little as 11 cents a day 
per typing station is given in a new 
16-page book offered by Remington 
Rand Inc. 

Designed for top management anal- 
ysis of high typing costs, “The Divi- 
dends You Get with Remington Elec- 
tric Typewriters” points the way to 
better-looking typing, elimination of 


typing “do-overs” through production 
of as many as 15 copies, assurance of 
uniformity of typed work, reduction 
in typist fatigue and increased typ- 
ing production. A feature of the book 
is the many case histories showing 
on-the-job production increases of 20 
to 50% which are achieved with the 
Remington Electric Typewriter. 

The book indicates how interested 
executives can participate in a new 
operating ratio study program and 
establish profitable electric typewriter 
policies, the program offers a free 
written report of specific benefits 
and production increases which can 
be achieved in their own offices. Basis 
for this proof of profit is a mass test 
of new electric typewriters, evalu- 
ated on regular typing work, to ac- 
curately determine savings. 


For more data cirele No. 32 on coupon, p. 65 


“Build Better With Dry Lumber,” 
a 20-page booklet that explains seas- 
oning and the benefits of dry lumber, 
has been published by Southern Pine 
Association. 

The new publication is being dis- 
tributed to groups of architects, con- 
tractors, lumber dealers and govern- 
ment agencies, as well as to prospec- 
tive home builders. 

“Green lumber is, in effect, raw 
material,” the booklet claims. “For 
maximum service and maximum 
economy lumber should be properly 
seasoned.” 


For more data cirele No. 33 on coupon, p. 65 





CHRISTMAS SPECIAL... 


that describes the Oct. 5th issue 
of American Lumberman, It will 
be packed with valuable merchan- 
dising ideas you can use in your 
advanced planning for more 
Christmas business. 


Don’t Miss This Big Special 
Purpose Issue Oct. 5 
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The fifth edition of the popular 
“How To Operate A Lift Truck” has 
been published by Hyster Co. and is 
now available free to lift truck oper- 
ators, supervisors, safety engineers 
and other interested persons 

The two-color cartoon technique 
used in the booklet is designed for 
easy reading. It is packed with in- 
formation about the operation of a 
lift truck, preventive maintenance, 
safety and basic materials handling. 
Drawings for setting up an obstacle 
course are also included. It is slant- 
ed for both the beginner and the ex- 
perienced operator. It can be studied 
individually by the operator himself 
or used as a guide by instructors. 


For more data circle No. 34 on coupon, p. 65 


Detroit Steel Products Co. catalog 
sheets RE-30 and RE-31 describe the 
new Fenestra steel WindoWall unit. 
These units are available from ware- 
house stock throughout the country 
in several sizes. Types are furnished 
with or without ventilators. 

The new units can easily be glazed 
with stock sizes of 1%” insulated 
glass, as provided by various glass 
manufacturers. Double strength o1 
plate glass, if preferred, can also be 
used. 


For more data circle No. 35 on coupon, p. 65 


For the forestry facts of life read 
“Growing Wood For America.”’ The 
32-page, pocket-size, illustrated book- 
let is published by American Forest 
Products Industries, national coor- 
dinator of the Tree Farm and Keep 
Green programs. 

The booklet, based on latest avail- 
able forestry statistics for the United 
States, answers many of the ques- 
tions resource -conscious Americans 
have been asking about the country’s 
timber supply. 


For more data circle No. 36 on coupon, p. 65 


The Red Cedar Shingle Bureau has 
just issued a booklet, the “Certigrade 
Catechism.” This is made up of the 
40 questions most frequently asked 
by dealers relative to red cedar shin- 
gles. Copies will be sent to anyone 
without charge. You may request a 
limited number. 


For more data circle No. 37 on coupon, p. 65 


An informative booklet on lamin- 
ated lumber, developed by the South- 
ern Pine Association, has been re- 
leased. 

“The Procedure, Equipment and 
Material Requirements for Laminat- 
ing Lumber” is being distributed to 
forestry and engineering schools, 
architects and engineers. 


For more data circle No. 38 on coupon, p. 65 


If you have been looking for a list- 
ing of motion picture films, booklets, 
folders and other forest industry 
teaching aids, get American Forest 
Products Industries’ new 1953-54 Bib- 
liography of Forest Industry Teach- 
ing Aids. 

This 12-page booklet lists materials 
now available from pulp and paper 
companies, lumber manufacturers, 
plywood and veneer firms and forest 
industry associations. 


For more data circle No. 39 on coupon, p. 65 
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Utilize your “air rights” 
and cut your storage costs! 


The “lift”? in a fork lift-truck can make a big difference in your F} 
profit picture. We've often told you about the way CLARK trucks 
multiply the amount of work your labor force can accomplish, how you 
move more goods, faster, at lower cost. Now here’s another angle: lift 
trucks often double, even triple, your storage capacity, without your spend- 
ing a penny on new construction or new yards. 


By utilizing the overhead space which goes to waste with manual and 
even some mechanical handling methods, CLARK trucks enable you to 
stack your materials up—not merely spread them around your floor or 
yard area. One Chicago dealer, in cooperation with his suppliers, receives 
carloads of materials already palletized. He unloads the cars by CLARK 
truck and stacks the material up to 16 ft. high in his warehouse. He 
reports that he is handling 50% more volume with no increase in costs! 


e 


For experienced advice on how best to utilize your warehouse “air 
rights,” call your local CLARK dealer. He’s listed in the Yellow Pages 
of your phone book. Or 
simply mail the coupon 


for free literature de- ; ELECTRIC, GAS, DIESEL, L.P.GAS 

scribing the CLARK s = @)'4 "4 TRI K KS , 
line of equipment. AND POWERED HAND TRUCKS - INDUSTRIAL TOWING TRACTORS 
IMOUSTRIAL TRUCK OIVISION + CLARK EQUIPMENT COMPANY BATTLE CREEK 40, MICHIGAN 


Please send: () Condensed Catalog () Hove Representative Call 
© Driver Training Movie 











Nome 
Firm Name 
CLARK 
EQUIPMENT Street_ 
City_______ Zone State 















AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND SERVICE 





STATIONS IN STRATEGIC LOCATIONS 
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( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 





























WILL NOT SHRINK 

















STICKS AND STAYS Pi 




































Mest dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What’s more, 
Durham’s Rock- 
Hard Water Putty 
gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty + ae not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
i-ib. cans to case. Keep some of each on dis- 
lay. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


A LY AGA Ph 
’ | ye li q 


NATIONWIDE SERVICE 


4 ABC 


INSTALMENT FINANCING 
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BRANCH 
OFFICES 
BALTIMORE 
BIRMINGHAM 
BOSTON 
BUFFALO 
CHARLOTTE 








oe 











0 
onic? improvement 
cat and 
CORPUS CHRISTI an 
DALLAS a th 
oavenror’  m@dernization 
oe 
perro sales 
TES tes 
ars financing 
MINNEAPOLIS ° te 
NEW ORLEANS specialists 





OKLAHOMA CITY 
OMAHA 
PHILADELPHIA 
PITTSBURGH 
| 
PORTLAND ALLIED 
ST. LOUIS 


SALT LAKE. CITY MMC LULL Cm BS 
SAN FRANCISCO INC. 


SEATTLE 
SOUTH BEND 
TAMPA 
TOLEDO 















eneral Office Box 3426 1 
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NEW 








Tenoning and Coping 
Machine 


Festo Woodworking Machines 
Co. announces the introduction of 
the new improved Festo Tenoner. 
This machine combines tenoning 
and coping heads in one strong 
unit. It features heavy duty direct 
drive 3 h.p. motor, cut-off saw 212 
h.p., cut-off height 334”—-12” wide. 
It permits quick and easy set-ups, 
while the heads themselves assure 
fast cutting for high-production 
or custom work. 

For more data circle No. 40 on coupon, p. 65 





New Scaffold Brackets 


Step-A-Time scaffold brackets, a 
product of the Beaver Art Metal 


Corp., are used with two painter's 
ladders and a plank. The brackets 
are attached—-with nails or screws 

to a wall at the desired heights. 
Ladders are inserted through the 
brackets. Stage is laid across lad- 
der rungs and the ladders, not the 
brackets, carry the weight. Using 
the brackets, one man can erect a 
scaffold in ten minutes. When not 
in use, the brackets fold up for 
easy storage. The steel brackets 
weigh 12 pounds each. 


For more data circle No. 41 on coupon, p. 65 


Self-Loading Truck Crane 

A. line of versatile loaders 
adaptable for use on any truck 
has been released by the Ray-Lind 
Manufacturing Co. Available in a 
range of capacities, from 1 to 2- 
ton lifts, the unit converts a truck 
into a self-loading truck-crane that 
speeds materials handling. 

The crane unit mounts directly 
behind the cab and occupies only 





EQUIPMENT 


from 16” to 18” of space. There is 
no reduction in truck body or plat- 
form capacity and the entire load- 
carrying capacity of the bed is re- 
tained. Installation is simple as 
there is no need to cut or alter the 
truck body—it is simply moved 
back on the frame. 


For more data circle No. 42 on coupon, p. 65 





New Tilt-Arbor Saw 


Yates-American Machine Co. an- 
nounces a new 10” tilting arbor va- 
riety saw, with a rip fence—fence 
rail construction that insures per-: 
fect fence alignment. 

The saw, Model G-110, incorpor- 
ates these features: Sturdy shock- 
insulated frame; machined, heav- 
ily ribbed table; miter gauge oper- 
ation on either side of saw blade 
(miter gauge rides in square table 
grooves yet is self-supporting when 
extended beyond table); fence rail 
extensions that do not affect the 
accuracy of fence setting; microm- 
eter fence adjustment (to sixty- 
fourths) on large, easily read dial; 
full utilization of power (through 
compass vee steel belts) ; maximum 
safety and convenience of opera- 
tion. 


For more data circle No. 43 on coupon, p. 65 


Magnesium Loading Ramp 


The Mag Liner mobile loading 
ramp—made of magnesium—is a 
bridge mounted on wheels to allow 
fork lift trucks to drive right into a 
box car from the ground and load 
or unload materials. The Magline, 
Inc. ramp reduces need for a load- 
ing dock and helps eliminate hand 
loading, precise car spotting and 
delay. The dock-on-wheels is easily 
moved about by hand. Optional 
equipment includes a self contained 
hydraulic unit which quickly ele- 
vates ramp to required loading 
height. 

The ramps are made in eight 
models ranging in capacity from 
5,000 to 13,000 pounds per axle. 
They are 30’ long and range from 
60 to 70 inches wide. 

For more data circle No. 44 on coupon, p. 65 


(continued on page 80) 
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PROFITS for YOU! 
English Type —— 


RAIL and HURDLE | you SELL FENCE 
nventory 


We Carry ! 











FENCE “A 
ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with nationally known 


PENTA PRESERVATIVE 











SUGAR & WESTERN 
PINE AGENCY, INC. 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SUGAR Pattern Lumber 


Selects and 
PINE aie 


California Ponderosa Pirie 
Meeidings and Cut Stock 


ee 















la ke your scrap lumber 
pay 









PICKET 
CUTTER 





Net Price Only 


$92.90 


fob 
Wilmette 


Turn those odds and ends of lumber into pickets— 
and profits! The Schubert Picket Maker points 200 
to 250 pickets per hour . . . smooth finish . . . adjust- 
able for width. Light-weight and portable (38 lbs.), 
yet rugged and durable for years of service. Anyone 
can operate ... prompt delivery. 


Write Us For Complete Information! 


H. A. SCHUBERT CO. 


1212 Washington Ave. 





Machinists 
Wilmette, Ill 











classified 
advertising ... 


. is the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every issue—you’ll find column after column 
offering real business opportunities. 


. and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! Every other 
Monday copies reach some 25,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 
issue. 

















KIRBY 
Lumber Corporation 


@ Yellow Pine 
@ Oak Flooring 





KIRBY BUILDING HOUSTON, TEXAS 


"Is it as Good as Kirby’s?’”’ 
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“DO-IT-YOURSELF” 


PULLMAN SASH 


Pre-tested—sel!s itself! 


ALANCE 


Clever do-it-yourself kit to replace 
worn or broken sash cords in minutes, 
For householders, landlords, handy- 
men, carpenters. Guaranteed. Fool- 
proof, easy to install. Selling by hun- 
dreds in test stores. Your jobber has 
it, or write for data, free sales aids: 


MANUFACTURING CORP. 
325 HOLLENBECK STREET 
ROCHESTER 21, NEW YORK 
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NEW EQUIPMENT 


(begins on page 78) 


Martin-Senour Develops 


Automatic Color Dispenser 


Any color out of a choice of thous- 
ands can be produced in a few sec- 
onds by this newly developed Martin- 
Senour automatic color dispensing 
machine. Miss Jean Gimbel measures 
off one of the color ingredients which, 
combined with other colors in the 
primary and secondary hues, pro- 
duces custom color paint in flat 
enamel, satin-gloss, and high gloss. 

The machine will be shown pub- 
licly for the first time at the Retail 
Paint and Wallpaper Distributors of 
America convention, opening at the 
Ambasador Hotel, Los Angeles 


For more data circle No. 45 on coupon, p. 65 





Solutions to 
What's YOUR Answer? 


Stop! Read questions on page 67. 

1. You don’t have to write for ad- 
ditional information on new products 
or advertisements in the American 
Lumberman because we now have a 
coupon on page 65. All you have to 
do is check off the items you want 
more information on and mail it to 
us. We do the rest. Try it! 

2. Leland Flushwood Door Co. 
whose ad appears on the inside cover. 

3. Your break-even point is that 
day in your fiscal year when your in- 
come has been sufficient to cover your 
expenses for the entire year. See Art 
Hood's editorial on page 25 and the 
article on the break-even point on 
page 28. 

4. 11. See page 16. 

5. Volunteer firemen replaced the 
fire house themselves—and then they 
went into remodeling of their own 
homes, Read the article on page 40 
for full detrils. 

6. Menominee Indian Mills. Ad on 
page 61. 

7. $8,000. See cover and page 26 
for this informative article on me- 
chanical handling. 

8. Macklanburg-Duncan Co. 
pages 34-35. 

9. Forgetting. See how expensive 
forgetting can be by reading the Mer- 
chandising Clinic on page 60. 

10. Clark Equipment Co. Page 77. 

What’s YOUR Score? 
9 to 10 correct: Excellent! 
Good, 5 or 6: Fair. 


Ad on 


7 or 8: 


80 








Classified Advertising — 


Terms — Cash With Order 
Minimum Charge $2.00 
Rates: 


1 Time — 10c per word for each insertion. 
Minimum charge of 50c per line. 

3 Times — 9c per word for each insertion. 
um charge of 45c per line. 

6 Times — 8c per word for each insertion. 
Minimum charge of 40c per line. 

26 Times —7c per word for each insertion. 
Minimum charge of 35¢ per line. 

All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 
No cuts or special a 


sired. Publisher reserves right to classify 
edit or reject any classfied advertisement. 
> agency commission or cash discount 


For advertisements bearing box number count 
— extra words. There are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 
When answe box numbers or mailing 
copy for ads them to: 
AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicage 2, Il. 


HELP WANTED 


Wanted—A salesman to sell Getwood Lum- 
ber wholesale in the Ohio terri 7 
ence given to a man with ex and 
who knows the trade. If interested auto to 
Post Office Box 1192, Boston, Mass. 




















LUMBER AND MILLWORK SALESMEN 
AND OPERATING PERSONNEL 


Expanding Chicago retail merchandising 
Operation has created employment op- 
portunities in sales and operating de- 
partments for aggressive young men 
with lumber and miliwork or building 
const.uction experience. Replies in writ- 
ing shall be addressed to Mr. V. Laine, 
and shall give personal details and ex- 
egg records. Edward Hines Lumber 

©., 2431 So. Wolcott, Chicago 8, Iill. 





WANTED IMMEDIATELY: Left-hand band saw- 
yer—9-foot mill, using push control, 14" feed 
—pull nigger—sawing all hardwood. In reply 
give age, qualifications, experience and ref- 
erences. Address Box M-26, American Lum 
berman, Inc. 





SITUATIONS WANTED 


Lumber and 

employed, des: 
or wholesaler. years’ 

this eapacity. Under 40. Complete Tnoutedes 
of pl and all West Coast lumber spe- 
cies. ell acquainted with milis, jobbers and 
wh United States. Ex- 














LUMBER JACKS & JILLS TOO: 
Why trust to luck in locating new peosi- 
tion? We either have, or will the job 
you wantin any section — the pe or Ceneda. 


persons with 
sored on a “NO JOB NO SSer- basis. tle 
your wants. Confidential. 
HINES EXECUTIVE SERVICE 
5355 W. North Ave. icago 38, Illinois 





Wanted: An experienced estimator, detailer 
and biller for s al cabinet woed mill work 
and veneered ony Hyde-Murphy Company, 
Ridgway, Penna. 





Wanted: Assistant manager for retail lumber 
yard with bookkeeping experience. Must be 
cnnehte of qeneeet yard management with 
ound of retail Pro- 
ve city of over 7,000 in " Northwestern 
yore Address Box L-33, American Lumber 
man, Inc. 





CREDITS AND COLLECTIONS 
Florida Retail Lumber on ym Ry ayy 
tin gevess yards, wan em 
or penn Gam * th Accounting, and Credit 
and dcleckens ¢ a Address Box L-60, 
American Lumberman, Inc. 





Wanted: Manager & Shipping Clerk for large 
retail lumber and millwork plant. 
Washington Lumber Co. 
1901 Washington — 
Baltimore 30, 


LUMBER SALESMEN WANTED 
Experienced salesmen to represent fast grow 
ing wholesaler and producer of Inland Em- 
pire Lumber. Liberal salary or drawing account 
for ht men. Offices in Spokane, Detroit and 
New York. 

River Lumber Co., Inc. 
1819 Broadway 
New York 23, N. Y. 
Plaza 17-4628 





HARDWOOD LUMBER SALESMAN — needed 
by large manufacturer Southern Hardwoods 
to work Northern Indiana territory exclusive 
basis. Own bandmills several Southern states, 
also do some wholesaling. Must be under 50, 
experienced, ambitious. Salary, expenses plus 
bonus or straight commission if preferable. 
Several other territories open. Write for in- 
formation giving qualifications first letter. 
Write Box M-20, American Lumberman, Inc. 


SALESMAN 

Experienced on woodworking plant and w-od- 
room machinery, planers, shapers, mou!ders, 
veneer lathes. chippers, etc. To sell tools 
to woodworking plants. Age range—28 to 37 
years. Give full particulars about yourself and 
your qualifications in your application. Ad 
dress Box M-21, American Lumberman, Inc. 


September 


21, 1953, 


the 
lient sales record. Address Box L-42, Amer- 
ican Lumberman, Inc. 





Man, @ oe! 40's, seeks new connection with 
responsibility in administration or sales, 
wholesale or retail. Complete background in 

ing and trol d to large 
volume sales from genera! contractors, indus- 
trials and builders. 16 years in the trade. Will 
locate anywhere in North America. If in 
tersted, ease write to Box L-51, American 
Lumberman, Inc. 








Available now for Sales and Sales Promotion 
work, will represent you in sales and dis 
tribution of following material in Southern 
California—Doors, Windows, Sash, Mouldings, 
Cabinets, Plywood. I am thoroughly experi- 
enced and have enjoyed being a top producer 
and have best of references. Address Box 
M-22, American Lumberman, Inc. 





Experienced lumberman with | W.P.A. . Certifi- 
cate would like resp Write 
Box M-23, American Lumberman, Inc. 








Retail Manager, twenty years’ experience in 
retail lumber business, coal, paint and hard 
ware. Good estimator. Can handle large vol- 
ume yard. Honest and dependable. Available 
10 days. Address Box M-24, American Lum- 
berman, Inc. 


MILLWORK SUP’T - DETAILER - BILLER - 
years of experience, large volume special mill- 
work. Geed expediter. Address Box L-34, 
American Lumberman, Inc. 


SALES REPRESENTATION 
WANTED 


“Live wire’’ commission carload lumber sales 
organization, desires additional mill ay 
tions for all of d ti ber, 
sales to retail yards in Buffalo, Erie, Pome 
Cleveland areas. Please indicate your approx- 
a ca production capacity and whether or = 

transit lists. Write P.O. Box No. 
bez, Cleveland 1, Ohio. 














WANTED SALESMEN with following to sell 

Idaho White Pine, 
Ponderosa Pine, Engelmann White Spruce, Fir 
and Larch and Caradian Western White 
Spruce, both KD and AD. Can ship highly 


mixed cars, good sised capacity. 
FOREST PRODUCTS COMPANY 
PEYTON BUILDING 
SPOKANE, WASHIINGTON 


SALES REPRESENTATIVES 
AVAILABLE 


MANUFACTURER'S REPRESENTATIVES: Well 
established with architects, contractors, and 
building material jobbers of lowa desires ad- 
ditional lines. References and principals now 
represented furnished upon request. Address 
Box M-25, American Lumberman, Inc. 
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WANTED — RAILS 


A igh he 
ny weight—Any tonna 
W. H. DYER INC. 





2111-A Railway Exch. Bldg., St. Louis 1, Mo. 





STEEL RAILS 
Any Quantity—Any Size 
MIDWEST STEEL CORPORATION 





RAILS 

New Relaying 
Always in market to purchase and sell all 
classes railroad equipment. 

M. K. FRANK 

400 Lexingten Ave. Park Bidg. 
New York, N. Y. Pittsburgh, Pa. 

105 Lake St., Reno, Nev. 


PROMPT SHIPMENT 


BUILDING PAPER 
Glas-Kraft 
Reflective Insulation 
Asphalt Felt 
Red Rosin 


Nail Ba (larger opening) 
Twine flor tying lumber 
Waterlox 

Seal-All 

Miracle Adhesives 
Miracle Ancher Nails 


SLIDING DOOR HARDWARE 
Joist Hangers (in boxes) 
“Miter Fast“ Corners 
Aluminum Siding Nails 
7” Wall Ties — Areawalls 
Adjustable Shelf Supports 
HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Ml. 


BUSINESSES FOR SALE 














Well established small yard in best location 
Phoenix, Arizona area. Address Box L-4l, 
American Lumberman, Inc. 








FOR SALE—Lumber Yard — Orange County, 
California. $5000.00 down, balance easy pay- 
ments. Further information write Box L-27, 
American Lumberman, Inc. 





FOR SALE 
Yard in eastern Nebraska town. located in 
rich farming ity. paratively 
small investment will handle. Owner wishes 
to retire, Address Box L-30, American Lum- 
berman, Inc. 








FOR SALE: Complete Planing Mill and Con 
centration Yard. Priced to sell. Electric and 
steam power, Yates American equipment, 
Band Resaw, One modern home, other tenant 
homes, Store, New Moore Dry Kiln, Skil'ed 
labor has been with the company for years. 
Address Box M-29, American Lumberman, Inc. 








Lumber & Builder Supply Yard 
In ideal location—County-seat of prosperous 
agricultural area in Northeastern Pennsy!- 
vania. Annual sales about $100,000. Great 
possibility of building up sales. Ideal for 
owner resident; living quarters on site. Price 
reasonable. Address Box L-52, American 
Lumberman, Inc. 








LUMBER — BUILDERS SUPPLIES 
Because of illness owner is forced to sell 
good going business located in Chautauqua 
County. A bargain. Address Box No. L-53, 
American Lumberman, Inc. 


FOR SALE 
Well established Lumber and Building Mate- 
rial company in fastest growing city in South 
east. Reason for selling, failing health of pres 
ent owner. About $75,000.00 requived, under 
terms favorable to purchaser taxwise. Answer 
care of Box L-54, American Lumberman, Inc. 





Small lumber yard, good business in smal! 
town, low overhead, located Central Kansas, 
owner has other interests. 


Reply Bor: L-55, 
American Lumberman, Inc. sted 7 





For Sale — City yard in heart of lowa 
corn belt. Price for plant $18,000.00. Stock 
about $40,000.000 at current market prices. 
Address Box L-59, American Lumberman, Inc. 


FOR SALE: Profitable Lumber and Hardware 
Business in Western Nebraska. Yearly busi 
ness $100,000. Prosperous community. owner 
must retire due to age and health. ll carry 
part to responsible party. Fer further informa- 
on write to Box L-43, American Lumberman, 
ne. 
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BUSINESSES |! 


FOR SALE: Lumber yarc 
ply Business in growin: 
farming territory of N.E. 
family forces sale. Addre 
ican Lumberman, Inc. 


BUSINESS OPP‘ 


SALE 


i Building Sup- 
wn and richest 
raska. Health of 
jox M-28, Amer 








TUNITIES 





GUTTERS & 


Facilities for fabricating 
aluminum, or stainless stee| gutters and lead- 
ers. 3” plain round or corrugated, or 2’x3” 
rectangular. Our automatic roll-forming ma- 
chines insure high procd:ction at low cost. 
We will supply material) or use yours. In- 
quiries invited. Easter’ Building Products 
Corp., Dept. Y, 72-82 Lockwood St., Newark, 
N. J. 


ADERS 
alvanized, copper, 


YOUR COMMUNITY NEEDS 
A TOOL RENTAL SERVICE! 


We show you how to start a profitable new 
business or add a traffic building tool rental 
department in your store. Professionally 
planned and pre-tested sales aids get you 
started right. Puts you ahead of competi 
tion. “Do It Yourself With Rental Tools” 
market is ready made and waiting. For com 
plete details on i hi in your 
area write: 


ALLIED RENTOOL SERVICE 
YARDLEY 2, PA. 











Honey of a deal. Weatherstrip brokerage. 
-E-Z-ON-, 1009 Harvard, Evanston 66, Ill. 





HARDWOOD CONCENTRATION YARD 


In active operation and well located in the 
Southeast on main highways with excellent 
siding on large Southern Railroad. Efficient 
personnel, well trained hardwood inspectors 
with NHLA service. Served by smal) mills 
producina good quality lumber—-heavy per 
centage Poplar and Magnolia with f*ir qual- 
ity Gum and Oak. Owner has well established 
consumer trade but wants connection with 
well financed wholesaler. Address Box M-27, 
American Lumberman, Inc. 





WANTED: Contractor with large circular mill 
to manufacture ten million feet hardwoods 
Eastern Kentucky. Contact Gennett Lumber 
Company, Asheville, N. C. Telephone 3-3626. 





LUMBER & DIMENSION 
FOR SALE 





FOR HARDWOOD PALLETS, industrial crating 
dimension, radio cabinet skids and similar 
products send us your inquiries. Corinth 
Hardwood Co., Bristol, Tenn. 





Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 
also 
Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Mouldings 
Millwork Blanks 


Inquiries answered promptly. 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene, Oregon 


Phone 5-3317 TWX EG049 





West Coast Kiln Dried D. F. Industriz! Clears 
in all standard rough sizes. All stock shipped 
on guaranteed weights with WCLA inspection 
certificate. 


CASCADIAN COMPANY, INC. 
Box 12, Eugene, Oregon Phene 5-6312 





Canadian Hard Maple or Birch Dimension 
stock. Kiln dried—cut to specified widths and 
leugths. D4S and bundled with steel strap- 


ping. Mail enquiries, specifications and re- 
quirements to: 

The Pedwell Lumber Company Limited 
anada 


Orillia - Ontario - 


MISCELLANEOUS 
FOR SALE 


CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 








ADVERTISING YARDSTICKS 


Basswood, 2-color. Same price as 1-color. 
Aiso Paint Paddles. Immediate shipment. 


R. J. DUMONT CO. 
186 So. Melrose Ave., Elgin, Ml. 





Make valances for windows as a hobby or 
business. Seven full size permanent patterns. 
Save their cost in making your own valances. 
Full instruction on making and selling. Com- 
plete instructions and patterns $7.00 cash. We 


pay postage. 
Wood Novel Co. 
P. O. Box 27 vs Warren, Ohio 





USED MACHINERY FOR SALE 


We are changing to a 60x60" Carrier and 
Lift Truck c : and have the following 
54x54" equ —— sale: Three Series 
70-6657 Ross Straddle Carriers, 1951 model, 
each with operator's cab and steering wheel 
guards, F62' Continental motor. 


Also T 1950 Mode! 10-H Ross Lift Trucks, 
one OF end one 24’ lift, 54” forks, adjustable 
side-shifting carriage, operator's guard, with 
all sounded equipment otherwise added. 





Machines in splendid shape—now being used 
regularly. 


HUSS LUMBER COMPANY 
2301 N. Racine Ave. Chicago 14, Illinois 





1-—No. PE-6 Left Hand Edger, McDonough 
Manufacturing Co., Eau Claire, Wis., 6 
saw, divided roll, steel fluted feed rolls 
7 ft. long without front or rear table, other- 
wise complete in good operating condi- 
tion, $1500.00. 


1—No. 9260 Skinner Engine Company, Erie, 
Pennsylvania, with . E. Generator No. 
303327 type CRE, 120 kilowatt, 180 amp., 
480 volt, speed 257, complete with exciter 
—$*500.00. 


RODDIS PLYWOOD CORPORATION 
MARSHFIELD, WISCONSIN 





FOR SALE 
TWO SIDE LOADING MOORE DRY KILNS 


Complete—will be available December 1. 
Changing package size, hence these can be 
bought in perfect operating condition. Write 
for details and prices. 


HUSS LUMBER COMPANY 
2301 N. Racine Ave. 
Chicago 14, Illinois 


FOR SALE: Good UD 14 Diesel Power Unit 
with !2” flat pulley, outbored bearing. Price 
$1,500.00. Also 28 Tower inserted tooth 
two saw edger, both saws movable, almost 
new. Price $300.00. O. W. Houts & Son, Inc., 
State College, Penna. 


BOOKS FOR SALE 


HANDY LUMBER CALCULATOR. A usetul 
pocket size manual including a lumber cal- 
culator for standard sizes. log rules, esti- 
mated weights of lumber and useful miscel- 
laneous lumber tabtlations. Price 50 cents. 


PLYWOODS. Bw A. D. Wood and Tf. G. 
Linn. The development. manulacture and ap- 
plication of plywoods. Over 100 illustrations. 
Applications of the use of plywoods in furni- 
ture, housing. enya mae i airplane con- 
struction and other related fields. Price $4.00. 











THE PROPERTIES AND USES OF WOOD. 
By A. Koebler. This book presents in non- 
technical manner the more important facts 
concerning the properties of wood and how 
these properties ect its utilization. Bound 
in cloth. 354 pages. Price $4.00. 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ml. 
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PADGETT - SMITH 
OAK FLOORING 


is preferred for schools, homes, all com- 
mercial and institutional uses. It's quality 
oak stock manufactured into beautiful, 
high-grade flooring that brings more profits 
from more sales. 

Padgett-Smith trailers give direct delivery 
within 500-600 mile radius. Or can ship 
promptly to other points. 


Representatives in most states 
Write or phone for particulars! 
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Manufacturers 


PHONE 31 MOUNTAIN VIEW, MO 


(To obtain more data on advertised products see page 








Information Offered 
in the Advertisements 


Do you wish detailed information on a specific 
product or service? Check through this easy-to- 
use index of literature and data offered in this 
issue’s advertisements: 


CLOSET LINING, red cedar: Descriptive folder and consumer 
booklet; Geo. C. Brown & Co., Inc. See adv't p. 73. 

CONCRETE FORM TIES: Information; Richmond Screw 
Anchor Co. See adv't p. 83. 

DOORS and SHUTTERS, wood, louvered 


Bulletin AL 
Arthur F. Tyler Co, See adv’t p 


FENCES, wood Booklet Rusticiraft Fence Co. See adv't 
p. 51 

FENCES, wood: Catalog: Wood Products Co. See adv’'t p. 79 

FURNITURE FRAMES, metal: Sales aids; Angelus Wrought 
Iron. See adv’'t p. 57 


GLASS BLOCK: Technical data; Insulux Glass Block Div 
Kimble Glass Co. See adv't p. 19 


HARDBOARD, perforated: Informatio: Abacus, Inc 
adv’t p. 72 


HARDWARE, cabinet latches: Descriptive literature: Lab 
oratory Equipment Corp. See adv’t p. 57 


HARDWARE, clothesline: Consumer folders; The Stanley 
Works, See adv't p. 71 


HARDWARE, garage door: Information; The Dor-Set Corp. 
See adv’t p. 53 


HARDWARE, storm sash: Sales aids: The Stanley Works 


See adv’t p. 22 


INSULATION, reflective: Contest information; Kimberly- 
Clark Corp. See adv't p. 67 


INSULATION, reflective aluminum: Booklet and samples 
Infra Insulation, Ine. See adv’t p. 14. 


LUMBER, pressure treated: Rooklet; American Lumber & 
Treating Co See adv’t p. 51 


PAINT: Descriptive literature The Patterson-Sargent Co 
See adv'’t pps. 62-63 


PAINT: Sales aids; Chi-Namel Paint & Varnish Co 
adv't p. 6 


PAINT, aluminum: Sales aids; Reynolds Metals Co 


adv't pps. 54 


PANELS, translucent. fiber e@lass Descriptive information 
Chemoid Co See adv't p. 29 


PICKET CUTTER: Information: H. A. Schubert Co 
idv’t p. 79 


SASH BALANCE: Sales aids; Pullman Mfe. Corp. See adv't 
p. 79 


SHINGLES. asphalt: Sales literature The Ruberoid Co. See 
adv't p. 20 


rILEBOARD: Display unit: Wallace Mfg. Co, See adv't p. 13 


TOOLS, glaziers 


Catalog: Hvde Mfg. Co. See adv't p. 75 


TOOLS, hard: Descriptive literature: Warner Mfe. Co. See 
adv't p. 37 


TOOLS, nower Cataloe ABR: Delta Power Tool Div Rock- 
well Mfz. Co. See adv't p. 17 


TOOLS, power: Booklet and information: DeWalt Ine See 
adv't p. 41 


TOOLS, power: Circular; Tannewitz Works. See adv’t p 


TRUCKS. fork-lift: Catalog and Movie ‘lark Equipment 


See adv't p. 77 


WINDOWS, wood. double-hune Information; Etling Win- 
dow. See adv't p. 45 


Advertisers’ Index appears on Page 64 
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HOW TO SELL A 7 








Richmond Snap-Tys and Ty-Holders, shown above, are used in 
tying forms for poured concrete foundations. They're real time 
avers and money-savers for every concrete job. Packed 100 
Snap-Tys to the box, size for 8” wall is priced at. $7.87 per box 
F.0.B. New York City or St. Joseph, Mo. Sizes for thicker walls 
are proportionately higher 











You carry most of these items right now — so 
it's a simple matter to wrap up the concrete, 
lumber and Snap-Tys into a unit and sell it as a 
package...“ foundation package” for contractors 
and farmers! 

This package makes a stronger, better poured- 
concrete foundation that can be produced faster 
and at lower cost—often lower even than con- 
crete blocks! For no other construction method 
that’s 
why it’s been used for so many years on big con 


matches the Richmond Snap-Ty system 


crete jobs. With Snap-Tys the builder gains fast, 
economical erection and stripping of light con- 
crete formwork. Forming ts easier and he saves 
up to 50° in forming costs 
Tell your customers they can buy this better 
foundation package” trom you and see how it 
sells itself. And that’s just the beginning of the 
gain. You have a wide-open chance to sell the 
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INSIST ON RICHMOND 


SS TTT. 


contractor everything he needs — form lumber 
and other lumber, nails, wallboard, insulation, 
etc. You get more sales — and profitable sales! 
That's why it will pay you to feature the “founda 


tion package” with Richmond Snap-Tys 


Get the facts on Richmond Snap-Tys. Write 
Richmond Screw Anchor Co., Inc., 816 Liberty 
Avenue, Brooklyn 8, New York or 315 South 
4th Street, Saint Joseph, Missouri 





Leading concrete builders specify 
Richmond. Here's Patty Moccia, 
President of Moccia Construction 
Corporation, 41 East 42nd Street, 
New York, N. Y., who did the con 
crete work on the Hunts Point 
Sewage Disposal Plant, numerous 
housing developments, elevated 
highways, etc. Says Mr. Moccia, 
“For concrete forming we've al 
ways used Richmond equipment 
which we believe is far and away 
the best in its field 































-» AND ag SURE IT's RICHMOND: 
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RICHMOND GIVES YOU: KNOW-HOW ... DEPENDABILITY .. . SERVICE 
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of the, 


Lumite* window screening won't 

rust, corrode or stain. . . needs no protective 
painting . . . is quick and easy to install. 

Every day, Lumite wins new friends in new 
construction and in the replacement market with 
home owners everywhere. Why not display 
Lumite and win new friends for your store? 
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